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| Take Care of the Old Ones 


Every life insurance man has many policyholders who have been his clients for 
many years. They value the friendship and counsel of the agent. Take care 
of them. Foster their best interests. Not alone are they prospects for ad- 
ditional insurance, but they will gladly recommend their life insurance man 
to all their friends. 


The dependability and strength of Central Life policies will never be ques- 
tioned. It cannot, for the Central Life is actively increasing its reputation 


ness 

ae for a company of strength. 

ucted 2D ‘ . ay : PP 
mbers 6 It is this fact that has already prompted many life insurance men to “‘tie up 
oe with the Central Life. Likewise the same clear cut principles of operation will 


work to your advantage. Isn't it worth your consideration? 


- The Central Life Insurance Company of Illinois 
i OTTAWA, ILLINOIS 


ing be Operates in Illinois, lowa, Minnesota, South Dakota, Michigan, 
Texas, Kansas, Missouri and Nebraska 














The Line of Communication 






























The Peoria Life is built on the principle of keeping close 
to its agents in the field. You will need to look a long 
way to find a Company that maintains such a close, 
cordial contact with its Agency Force. 








The individual agent in the field, surrounded by the 
problems and difficulties of his particular territory, likes 
to know he is not forgotten at the Home Office. The " 
officials at the Home Office, for their part, are anxious to er & 
keep close touch with the agent and to render him every mang 


ers s 
cooperation that will help him to succeed. New 
ge bi 
ppro: 
mou 





Pm, li 
ry Agency bulletins and letters are useful in providing this 





“Cooperation Headquarters” contact, but they cannot take the place of the direct contr 


2 an ac 
personal get-together with the agent on his own ground. f bu 
Home Office Building of the Peoria Life. Owned 


by the Compeng, without len or ensumbranee of The officers spend a good share of their time away from oy 
any kind. Built from its current receipts, without th ° fli tti th t’ ° d l di hi busine 
dieturbing the farm mortgage investments which eir offices, getting the agent’s view, and lending him em 


have earned the Peoria Life its reputation for: 


their cooperation. The Peoria Life maintains, besides, wod 
“Policies Strong as Farm a complete organization of picked men who are constantly a 
Mortgages Can Make Them!” in the field, working with Peoria Life agents, educating ook, 








throug 





them, assisting with renewal collections, closing business, 
helping in every way to make them more successful. rhe 
Good ~t 


These men keep a short, easy path between agent and is, the 











— Home Office. They are men of ability and long expe- ot 
0 . can, rience. But they are more than that: They are men + 
Live with the ambition to help Peoria Life men make good! — 
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LAIM BROKERAGE LIFE 
BUSINESS IS GROWING 


ew Yorkers Believe This Class 
of Business Is In- 
creasing 


BROKER HAS ADVANTAGE 


Dften Can Obtain Audience Where 
Full Time Agent Cannot, Thus 
Making Stiff Competition 


NEW YORK, July 31.—The tendency 
ior life insurance to be written by or 
andled through general insurance bro- 
‘ers seems to be growing in this city. 
New York always had a larger broker- 
age business than any other point, being 
approached only by Chicago, and the 
amount of business written on this basis 
ontinues to increase. It is hard to get 
n accurate estimate of the percentage 
Mf business written on this basis, for the 
reason that most of the offices writing 
any considerable volume of brokerage 















business specialize on it, while other 
ffices confine themselves almost en- 
tirely to the business of whole time 


agents. One manager doing a consid- 
‘rable brokerage business, however, has 
ventured to estimate that between 33% 
and 50 percent of all the ordinary life 
business written in New York is done 
through general insurance brokers. 


Due to Business Conditions 


The New York business man has a 
short, intensive day. He is an exceed- 
ingly busy man while at his office. He 
is, therefore, a very hard man to see. 
The result is that there is usually only 
one insurance man who kas entree to his 
ofice. -That is his insurance broker, in 
whom he has complete confidence and 
whose advice he will seek in all insur- 
ance matters. Conditions peculiar to 
New York and one or two other big cit- 
1es bring about this situation and be- 
Cause of it, all of the pros and cons that 
ave been cited,about brokerage busi- 
ness have arisen. 

Few Refuse Brokerage 

There are 
York City, 
DERWRITER h 


three companies in New 
as far as THe Nationa Un- 
co has been able to discover, that 
whe ot accept any brokerage business 

atever. These are the Northwestern 


tual the Phoenix Mutual and the 
thee Politan. It is a fixed policy of 
ese 


“on ees to accept no business 
na — their full time agents. A 
ae — of office accepts what bro- 
~ nah Dusiness comes its way, but does 
not seek it. Most of the companies are 
in this division. 
th ee is in the business to 
salen = oroker and many of these 
ieee o ogether a brokerage business. 
o ompanies have agencies of all 
‘h classes in the city. 
*, the ts little doubt. that the broker 
dience to advantage in getting an au- 
her of ‘th eee life insurance. A num- 
they 1¢ brokers offices insist that 
¥Y do business only with men who 


fa 
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|CAPITAL NOW DOUBLED 


AETNA STOCKHOLDERS MOVE 


Will Add $5,000,000 to Capital—Divi- 
dend Rate Now Will Likely 
Be 12 Percent 


A special meeting of stockholders of 
the Aetna Life was held last week, at 
which it was voted that the amendment 
to the charter passed by the last legis- 
lature be approved. It was also voted 
that the capital stock be increased from 
$5,000,000 to $10,000,000. The directors 
were authorized to issue 50,000 shares 
of additional stock and to transfer from 
surplus account of the stock or non- 
participating department to the capital 
stock account $5,000,000. The directors 
met and arranged for the transfer of the 
$5,000,000 from surplus account. The 
surplus in the stock or nonparticipating 
department is $7,204,482. It is probable 
that on Jan. 1, next year the dividend 
rate will be 12 percent. The dividend on 





the present capital of $5,000,000 is 20 
percent. | 
are full fledged life insurace agents, who 
understand the life insurance business 
and sell it in the right way. They re 
gard these brokers as real salesmen of | 
insurance, 


Often Through, Not by Them 


There is little doubt, however, that a 
great deal of this business written 
through brokers, but not by them. That 
is, a broker’s name, standing and pres- 
tige are used by the life insurance gen- 
eral agent or manager to get him an 
audience. The manager writes the busi- 
ness in the name of the broker, pays 
brokerage commission to the broker and 
handles the deal almost entirely himself. 
There are a great many brokers with 
valuable connections who cannot be in- 
duced to study the life insurance busi- 
ness the way a real producer should, but 
who can help in the production of a 
great deal of life insurance that might 
not otherwise be written, by this means. | 


is 





One manager who handles a_ good | 
deal of business in this way says: | 
“There are some business men in this | 


city that I can call on ten times and 
never get in to see them. On the other 
hand, if I have made arrangements with 
such a man’s broker to receive his intro- 
duction or to enter as representing him 
I have no difficulty in getting in. I go | 
right to the prospect's office, walk right | 
in and put my proposition up to him. I | 
have his favorable attention from the | 
start and I can write a good deal more | 


business on each prospect, as well as 
being able to obtain more audiences in 
much less time. It is worth all of the 
commission that I have to pay to bro- 
kers to get business in this manner. If | 
I were working on a general agency | 
basis I would pay the same or more | 
commission to agents instead of the 
broker.” | 

Broker Has Big Hold | 


Perhaps the biggest complaint against 
the brokerage business has arisen in 
cases where a full time life insurance 
solicitor gains an audience without us- 
ing the broker’s name or without even 
knowledge of his existence. He puts up 





a proposition, sells his company thor- | 


1 in 


| ing 


The National Underwriter 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, August 2, 1923 





$3.00 Per Year, 15 Cents a Copy 


LAUNCH NEW SERVICE | SCOPE OF INVESTMENT 


PLANS OF RESEARCH BUREAU 


Three New Appointees Named, All 
Especially Well Fitted to Carry 
on Research Work 


NEW YORK, Aug. 1.—At the meet- 
ing of the executive committee of the 
Life Insurance Research Bureau in New 
York Tuesday three interesting staff 
appointments were announced, one of 
which includes the establishment of 
new service by the Bureau. This serv- 
ice, which will apply .esearch methods 
to clerical problems of the companies, 
will be in charge of Miss M. A. Bills, 
who has proven her ability by analyz- 
ing the clerical problems of the Equitable 
of New York, Guardian Life, Phoenix 
Mutual, National of Vermont, Lincoln 
National and Union Central. Her serv- 
ices are in such demand that she 
booked through the Bureau until 
middle of November. 


a 


8 


the 


Other New Appeintees 


Henry E. Niles, a new member of the 
sales research staff, has had‘ remarkable 
Statistical training. After graduation 
from Johns Hopkins in 1920 he studied 
statistics in Baltimore under Dr. lear! 
and afterwards under leading  statisti- 
cians in London, Berlin, Vienna, Buda- 
pest and Padua. He entered the employ 
of the Baltimore Life on his return to 
America but was soon employed by the 
Federal Reserve Bank of New York, 
where he stayed until coming with the 
Bureau. 

The third appointee Clinton A 
Wells, a graduate of Dartmouth, class 


Is 


1923, who is doing field work in Ne- 
braska. Mr. Wells is a son of Graham 
C. Wells. New York general agent of 


the Provident Mutual and president of 
the New York association, 

The annual meeting of the research 
bureau will be held in Chicago Nov 14, 
following the convention of the life 
agency officers. The first section of the 
“Managing an Agency” manual on 
duties regarding new agents will be 
ready at that time, as will a report on 
the 4,000 personnel blanks collected last 
year. 


oughly and does everything except get 
the man’s signature. He is then told by 
the prospect that he likes the proposi- 
tion and believes he will purchase the 
insurance outlined. The prospect 
says, however, that he handles all his 
insurance through his broker and he 
will be very glad to take the proposi- 
tion if the broker is recognized in the 
case. Another hypothetical case is one 
which the broker discovers that his 
client is taking out life insurance and 
immediately advises him that he can ob- 
tain the same policy for him in the same 
company. He then takes the application 
direct to his general agent or another 
general agent of the same company and 
places the business. More often, how- 
ever, which is not quite as unethical, he 
brings the business into the company 
with which he has a regular connection 
rather than beating his opponent by tak- 
the application to the opponent's 
company. 


as 


IS WELL EXPLAINED 


| W. E. Black, Trustee of the North- 
western Mutual, Analyzes Its 

| Various Securities 

FARM LOANS IN THE LEAD 


City Mortgages Have Been Developed 
on Best Classes of Property in 
Recent Years 


W. E. Black, one of the trustees of 
the Northwestern Mutual Life, gave an 
address on the investments of the com- 
pany at the annual agency convention. 








He said that it has been the settled 
financial policy of the company to in- 
vest the major portion of its assets in 
real estate mortgage loans. In the early 
years all its investments were confined 
to that form of security. As time went 
on the natural growth of its asscts Las 
necessitated the expansion of the loen 
ing field, until at present constituted it 
includes the better portions of Wiscon- 


sin, Illinois, Indiana, Ohio, southern 
Michigan, Minnesota, lowa, Missouri, 
eastern Kansas, Nebraska, eastern 
North and South Dakota, the central 


and western portions of Kentucky and 
Tennessee, the wheat field districts of 
eastern Oregon and Washington, ex- 
tending into Idaho. 

Developed City Loan Business 


The company has developed an ex- 
tensive city loan business in a number 
of leading commercial cities in these 
states. There are some cities located 
outside the company’s farm loan terri- 
tory, such as Los Angeles, San Fran- 
cisco, and Atlanta, where loans are 
made. The loan district within each of 
these cities is confined to centrally lo- 
cated downtown business property and 
residence property to a limited extent, 
in the best residence sections, The pres- 
ent tendency, however, is to limit city 
loans to firmly established business 
property as being more secure and less 
liable to depreciation. 

Vield 


Mortgage loans of the Northwestern 
as of July 1, amounted to 44.48 percent 
of the assets, the aggregate being $243,- 
715,360. The city loans amounted to 
$69,323,079. The average interest on all 
mortgage loans was 5.746 percent. 

The institute for Research in Land 
Economics and Public Utilities at Mad- 
ison, Wis., recently made a study of 
the income of 201 life companies from 
real estate securities and other forms 
of investment, covering the period from 
1915 to 1921. Mr. Black said that the 
results showed that those companies 
which adhered to the policy of increas- 
ing their mortgage investments were 
able to increase very substantially their 
earnings throughout the period. Dur- 
ing the 10-year period ending Dec. 31, 
1922, the total net loss of the North- 
western Mutual on real estate loans was 
about $117,000 on a total of $330.000,- 


on the Mortgages 
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000 of mortgage loans made during that 
period. 
Farm Values Inflated 

Mr. Black said that under normal 
conditions the market value of improved 
real property does not fluctuate very 
rapidly. The trend of farm values for 
a great many years before the war was 
gradually upward. As a result of the 
war and consequent high prices of all 
kinds of farm produce the market val- 
ue of farm property in the middle west, 
particularly in Illinois and Iowa, soared 
skyward in 1918, 1919 and 1920. The 
policy of the Northwestern Mutual, Mr. 
Black said, was to decline to accept 
these extreme high valuations for loan- 
ing purposes, believing them to be in- 
flated and sure to decline. He asserted 
that there was some criticism of the 
conservative policy from loan agents 
and correspondents who faced keen 
competition from the federal farm loan 
banks and joint stock land banks. He 
declared that the subsequent recession 
of farm values has justified the conserv- 
ative course pursued by the North- 
western Mutual. 


Loan Agents on Salary 


The Northwestern has 23 loan agents, 
five of whom are city loan agents ex- 
clusively, Each of them has a definitely 
assigned territory, with local headquar- 
ters. These men are employed on a 
fixed salary and have their necessary 
expenses paid. The finance committee 
of the Northwestern consists of seven 
trustees and they meet three times a 
week. 

Mr. Black said that it was the policy 
of the Northwestern to conduct its in- 
vestment business entirely separate 
from its insurance, and to insist that 
neither shall be influenced by the 
other, Occasional suggestions are made 
fromm agents that a particular prospect 
could be written if a loan of which he 
happens to be in need could be ar- 
ranged. Mr. Black said that all such 
suggestions are incompatible with the 
hard and fast rule that investments shall 
be uninfluenced by any such consid- 
eration. 

Amount of Bonds Held 


Next to mortgage loans, bonds come 
in as the largest investment, they be- 
ing $212,675,959, constituting 37.48 
percent of the assets. Mr. Black said 
that the Northwestern has refrained 
from purchasing any street or interur- 
ban railway bonds, although they are 


allowed under the statutes from cities 


not less than 25,000 people. 

Mr. Black called attention to public 
heat, light, power and water bonds, 
they being allowed in cities of not less 
than 25,000 people, being secured by 
mortgage on the franchises and prop- 
erty owned by the corporation. Dur- 
ing the last few years he said an enor- 
mous volume of this class of securities 
has been and still is being issued and 
sold to the public at very attractive 
rates. Many of these issues are well 
regarded by careful investors. He said 
that none of them will be admissible for 
investment by the Northwestern until 
the expiration of the three-year period, 
during which interest must have been 
paid to date of investment. 


More Regulation Is Seen 


Mr. Black said that since the advent 
of government control of government 
utilities, various regulatory statutes and 
commissions, it is believed there are 
quite a number of the better issues of 
well seasoned light and power bonds 
which would afford a reasonably safe 
investment for company funds. The 
electric light and power business is a 
highly technical one. The difficulty is 
to determine with the proper degree of 
certainty whether the security is reason- 
ably safe. He said that the finance 
committee was giving this subject se- 
rious consideration. 


Investment Field Enlarged 


Owing to recent amendments of the 
insurance statutes, investments are now 
authorized in mortgage bonds and farm 
loan banks. These securities are of 
auite recent création and as yet, Mr. 
Black said, can scarcely be regarded as 





H. L. ALBERT RESIGNED 





HIMMELBERGER IS IN CHARGE 





New President of the Liberty National 
Life of Cape Girardeau Has 
Been Elected 


H. L. Albert, president of the Lib- 
erty National Life of Cape Girardeau, 
Mo., has resigned to go to California. 
John H. Himmelberger of Cape Girar- 
deau has been chosen as the new presi- 
dent of the company. Mr. Himmelberger 
is president of the Little River Drainage 
District, the largest reclamation project 
in the world. He is president of the 
Himmelberger Harrison Lumber Com- 
pany and vice-president of the Southeast 
Missouri Trust Company. He is identi- 
fied with a nuniber of movements in 
southeast Missouri. The Liberty Na- 
tional has made fine progress and is 
moving along in good shape. 








a safe investment for the funds of the 
company. He said that thus far the 
bond investments of the Northwestern 
had been limited to government, mu- 
nicipal and railroad bonds. The govern- 

ment bond holdings amount to 9.53 per- 
cent of the assé The present rate of 
return i$ 4.83 ercent. The municipal 
bonds yield about 5.49 percent, they be- 
ing 8.48 percent of the assets. 


Great Increase in Municipal Debt 


Mr. Black called attention to the 
tremendous increase of property values 
and the consequent increase in the as- 
sessed valuation, coupled with the 
present tendency to assess property at 
more nearly its actual value. It has in- 
creased the debt limit of most mhunicipal- 
ities as legally to permit the issue of an 
enormous volume of municipal securities 
of every description. He said the pol- 
icy of the Northwestern is to consider 
only those issues of popular, prosperous 
and well established communities, liv- 
ing under proper constitutional restric- 
tion as to debt limits and then to 
carefully scrutinize the ratio of debts 
to assessed valuation, 


Railroad Bonds 


The railroad bonds amount to 19.47 
percent of the gross assets, their yield 
being 4.5 percent. He said that the 
unfortunate railroad situation following 
the war and consequent depression of all 
railroad stocks and bonds has caused 
a great deal of anxiety on part of in- 
vestors generally as the future of 
railroad bonds. Net earnings have been 
greatly reduced so as to make doubt- 
ful the ability of some of the strong- 
est systems to pay the interest on their 
funded debts. He said, however, that 
the situation is so improved that it is 
confidently believed that the railroads 
will emerge from their present depres- 
sion without ultimate loss to the bond- 
holders. 

Policy Loans 

Policy loans constitute 14.8 percent 
of the assets. Mr. Black said that the 
increase in the volume of these loans 
has been very rapid of late years. 
While the security of policy loans is 
perfect and the interest rate of 6 per- 
cent is good under normal conditions 
of the money market, nevertheless, they 
naturally tend to liquidate policies and 
consequently destroy the protection 
which such policies were primarily 
taken to secure, 


Million Dollar Coast Sale 


Charles M. Goodman, agent of the 
Equitable Life, assisted by Harold M. 
Casey, agency manager in San Fran- 
cisco, placed $1,000,000 on the life of 
Charles R. McCormick, a prominent Pa- 
cific Coast shipping magnate. The 
business was divided among six com- 
panies. the Eauitable Life, Pacitic Mu- 
tual, Union Central Life. Mutual Life, 
Aetna and: Travelers. The business is 
in favor of the McCormick shipping or- 
ganizations. 





AGENCY MEET CLOSES 
NORTHWESTERN’S RALLY ENDS 


Biggest Affair in History of Company 
Was Featured by Announcement 
of New Dividend Scale 


MILWAUKEE, WIS., July 31.— 
General sessions of the Northwestern 
Mutual Life’s Association of Agents 
came to a close with an address by 
George Copeland, agency superintend- 
ent, who expressed appreciation to the 
agents for the work of the past year and 
complimented the association on the 
success of the meeting, which passed 
into history as the largest attended in 
the 47 years of existence of the Associa- 
tion. He reflected that with the new 
dividend rate announced by President 
Van Dyke and other opportunities af- 
forded, every Northwestern Mutual agent 
had every tool necessary to successfully 
qualify for the Marathon Club next 
year. He also urged every agent to 
assist in improving conditions of field 
and raising the standard of the field 
force wherever necessary. 

Dividend Announcement Featured 


The feature of the convention was the 
new dividend schedule by President Van 
Dyke, which came as a surprise, the 
increase ranging as high as 43 percent 
at some ages. The closing day's pro- 
gram opened with N. P. Langford of 
Minnesota as chairman. Henry F. Tyr- 
rell, legislative counsel, called attention 
to the crisis in the past history of com- 
pany and told of many interesting minor 
events for the purpose of showing that 
there was equal responsibility on office 
and agents to perpetuate ideals and tra- 
ditions of the Northwestern Mutual. In 
relating the company’s response to field 
demands, C. H. Parsons of Ohio said 
that life insurance has never before been 
so popular as at present and business 
was growing by leaps and bounds. There 
was but one cqurse for the company, to 
continue to be chief exponent of pure 
life insurance and maintain a leading 
position, without entering multiple line 
business. The first duty was to old pol- 
icyholders, not prospects, as the inter- 
este of the new are the best of the old. 
Injection of health and accident insur- 
ance was not the purpose of sound life 
insurance practice, he said. 


Cleary Spoke on “Heritage” 


M. J. Cleary, 
company, spoke on 
ligations and Opportunities,” 
the past, present and future of the 
Northwestern and its agents. ‘“Corpo- 
rations, like men, have characteristics 
that distinguish them,” said Mr. Cleary. 
“All legal reserve companies issue polli- 
cies that we cannot afford to and above 
all should not encourage policyholders 
to drop if the policy does not fit the 
need of the policyholder. Assist him in 
having his company change it to meet 
that need. However, in selling new in- 
surance, it is entirely ethical to com- 
pare contracts to properly enlighted in- 
dividuals as to the superiority of one 
life contract over another. Give due 
credit and concede to the other fellow 
all he is entitled to.. This will get the 
confidence of the prospect in. you and 
your contract. This company was or- 
ganized 65 years ago and is dedicated 
to the great task of the protection of 
home, education, and happiness of 
women and children. It is not the pur- 
pose to make this the biggest, but the 
best life insurance company in_ the 
world.” 

Announcement was made Wednesday 
of the resignation of F. P. Mann as 
president of the Agents’ Association, 
owing to business reasons, and the 
election of Charles C. Dibble of Toledo, 
O., to fill the term. The afternoon was 
devoted to a luncheon conference at the 


Hotel Pfister. 


vice-president of the 
“Our Heritage, Ob- 


reflecting 


The American Bankers Life of Chicago 
has withdrawn from Iowa. 
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TELLS OF COMPANY’S GROWTH 





Vice-President Lawrence in Talk Tel I 


of Strides Made and Goals 
Set for Future 


Speaking before the annual conver. 


tion of the $250,000 Club of the 





Mis. 


souri State Life at San Francisco, Vice. 


President and Agency Manager Tl 


ymMas 








F. Lawrence commented on the rapif S 
growth of the company, especially dw 
ing the past year, and outlined some oj 
the opportunities open in the busines 
today. Regarding the progress of th 

Missouri State Life, Mr. Lawrence sai: One 

Cites Tremendous Gains idelit: 

“The new life business so far this year pented 


is more than double that of the sam 


period of 1922; and that is some 
ord. 
creasing their new business, the ave 
increase is only 
pared to our increase of over 100 
cent. 

“During the first six months of 


year we gained in insurance 


For while all companies are in- 


about 22 percent, com- 
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about $8,000,000; this year in the firsfan m 

six months we have gained almos 

$50,000,000, mS 
“It is ‘perhaps not surprising thagge® 


what the company has done has caused 
for I do not think that 


some comment, 
any other company in the business 


ever put over such a big program in # 


short a time. 
“Think of it; 

practically in the last two and a 

years—we have established a group 


partment and put it on its feet in a sub 
stantial way with a big volume of bus: 


ness in force. We have established 
accident department which is now r 


in the last three years— 
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ning in a very smooth and gratifying The fi 
manner with a splendid volume of pre brin, 
miums. ; wom 
“During the same period we have “Bjicatior 
panded into new territory where th ceived 
company was practically unknown ané g the 
have established twenty-eight 2M imber 
branch offices, most of them within th hile 7 
last two years, and all of these brancg™, tota 
offices are now producing a large vo perci 
ume of business and on a satisiactor omen, 
basis. Mainin 
Have Greatly Liberalized iscellay 
“Undoubtedly one of the most prog the a 
gressive moves we have made, and ontidows, 


which has had its part in the 
growth of the company, has 
liberalizing of our underwriting Tt 
along substandard lines. About 
cent of our business is now issycd 0 
rated basis, and only about 13 percet! 


of the total applications submitted att 


declined. Our rate of rejection has 
mained about stationary, and wit 
thought it might appear that it shoulé 
have decreased. However, you mv 
bear in mind that we have done what 
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other company had éver done belt 
ins surance 


We have advertised to the 
world that we will accept substanda 
business on a brokerage basis fot 
agents of other companies. The polit 
of this company is to progress alwa 
in this direction. 


Our ideal still : is 
will be, a policy for every man mor 
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sound at some rate and on some for the } 
and we will always strive to more ne@ ' 
reach that ideal. s 
“Never were there such opportuil™@ 

as confront the life insurance met © V. H. 
day. Not only are the people prost@3§ agencie 
ous, not only are they underinsured, ¥ » IS 7 
they appreciate as never before, 

better every day, the value of life 

surance and the good that life insurat™ Office 


With the opportunities bet 
you, I expect to see at least as Jarge 
volume of business produced in the le 
six months of this year as in the 
six months; and to see the compat 
close the year with $150,000,000 of ne 
business paid for, including group, 
creases and revivals, and with $500, 
000 of insurance in force.” 


is doing. 
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OMEN AS PROSPECTS 
FOR LIFE INSURANCE 





ield Has Wonderful Possibilities 
Before Agents Who Seek 
the Business 


TATISTICS INTERESTING 


idelity Mutual Life Sales Woman Tells 
Some of Advantages of Fair 
Sex as Prospects 


One of the women on the staff of the 
idelity Mutual Life has recently com- 
hented upon the desirability of women 
insurance risks. A woman as a 
fe insurance prospect is just coming 
b the fore. The field has wonderful 
sibilities and has hardly been 
ratched. Figures prove that women 
iy life insurance at an earlier age 
han men. There seems to be a feel- 
g that women can start to save earlier 
an men rather than that women can 
ve easier than men. The average 
pe on applications of women is be- 
een 31 and 32 years, while that of 
en is somewhat higher. 


Exeellent Advertising Medium 


When a woman is sold a policy she is 
ually so convinced of its benefit that 
e spreads the news to her friends. 
e is an excellent advertising medium. 
e is a booster and will gladly give 
agent the names of her friends. An 
pplication on the life of a woman in- 
briably starts an endless chain of busi- 
PSS. 

The following statistics are interesting 
bringing out some facts in regard 
women as insurance risks: 506 ap- 
ications on the lives of women were 
ceived by the Fidelity Mutual dur- 
g the representative period. Of this 
mber 92.35 percent were approved 
hile 7.65 percent were rejected. Of 
é total number making applications 
percent were teachers, 34 business 
omen, 13 nurses, 9 housewives and the 
maining 10 percent were engaged in 
iscellaneous occupations. 72 percent 
| the applicants were single, 5 percent 
dows, 4 percent divorcees, 18 percent 
arried, 

Plan of Insurance 


Of the applications, 87.94 percent were 
F surance on endowment or income 
Tr life plans, while the small percent- 
€ of 12.06 percent were for ordinary 
or limited payment plans. A study 
the beneficiaries named by these 
bmen show that 51 percent named par- 
ts, mothers being designated nearly 
r times as often as fathers, 19 per- 
mt designated estates, 12 percent 
others and sisters, 11 percent children, 
Percent husbands and a very small 
mber creditors. 


LLAS WITH THE ATLANTIC 


sistant Superintendent of Agents of 
the Northwestern Mutual Life 
Will Go to Richmond 


y, Ht. Dallas, assistant superintendent 
ie taped w the Northwestern Mutual 
dent ee to become superin- 
rwhe agents of the Atlantic Life of 
office », Var Mr. Dallas is not at 
oma - Milwaukee and could not 
en he will 2 give particulars as to 
eames ‘ take his new position. He 
bde a ho as a coming man and has 
seer Success in his work, No 
ol ae been appointed by the 
western Mutual. 
The Vor 


ney comnteer State Life will hold its 


nvention in Chicago, Sept. 4. 


LAW RECOGNIZES AGENT ONLY 


Ruling of Superintendent of Insurance, 
Based on Attorney General’s Opin- 
ion, Classifies Life Producers 


COLUMBUS, O., July 31.—Under an 
opinion given Superintendent Conn of 
Ohio by Attorney-General Crabbe and 
a ruling of the superintendent, the state 
of Ohio does not recognize brokerage 
business in life insurance, but holds that 
all who engage in the life insurance 
business are known as agents. Under 
previous rulings of the attorney-gen- 
eral’s department, the insurance depart- 
ment has refused to license non-resident 
agents of foreign life companies as 
agents, but has insisted that they are en- 
titled only to broker’s license. Under 
the new ruling, however, the office of a 
broker or solicitor of life insurance is 
eliminated and only regular agents are 
recognized. 

Eliminates Life Insurance Broker 


This opinion is of importance to the 
life insurance business, as it tends to 
check the growth of brokerage business 
in the state of Ohio and may lead to 
similar interpretations of the statutes in 
other states. The opinion, which was 
handed down by Attorney-General 
Crabbe, was written by Judge C. S. 
Younger, special counsel to the attor- 
ney-general and former assistant super- 
intendent of insurance. Superintendent 
Conn has issued a ruling acquiescing in 
the opinion of the attorney-general and 
definitely stating the position of the 
Ohio insurance department on the mat- 
ter. The case arose on the application 
of a non-resident of Ohio for an agent’s 
license to solicit business for a foreign 
life company. The department had re- 
fused to give any person residing out- 
side the state an agent’s license, but was 
willing to license such as a broker. The 
ruling in no way affects the writing of 
fire, marine or casualty insurance, but 
applies only to life insurance, the exact 
status of which was somewhat vague in 
the mind of the department. 


Gives Superintendent Power 


The three points brought out in the 
decision of the attorney-general on the 
ruling of the insurance superintendent 
is as follows: 

“The qualifications for license as an 


insurance agent prescribed in sections 
644 to 644-4 G. C. do not apply to the 
licensing of agents of life insurance 


companies. 

“The superintendent of insurance of 
Ohio is required to see that the laws re- 
lating to insurance are duly executed 
and enforced. As a proper means to 
this end, he may have authority to exer- 
cise a reasonable discretion in passing 
upon the qualifications of those applying 
for licenses as life insurance agents, for 
foreign life insurance companies, trans- 
acting business in Ohio. 

“He may not reject a non-resident ap- 
plicant as agent of a foreign life insur- 
ance company by reason of non-resi- 
dence alone, unless the applicant is a 
resident of a state that refuses licenses 
to residents of this state.” 


American Central Meeting 


The $100,000 club of the American 
Central Life will hold its annual meet- 
ing at Cedar Point, O., July 30-Aug. 4. 
W. D. McWilliams is president of the 
club; F, P. Kennedy, first vice-president; 
M. R. Burnham, second vice-president. 
and L A. Simons, third vice-president. 
Among the home office men who will 
speak are Roy A. Hunt, vice-president; 


WILL LOCATE IN 


NEW YORK 


Life 
Vice-President 


Northwestern Mutual Assistant 


Actuary Becomes 
of North American Reassurance 


Arthur Coburn, for the past five years 
assistant actuary of the Northwestern 
Mutual Life, will become vice-president 
of the North American Reassurance 
with home office at 110 William street, 
New York City, in September. Mr. 





ARTHUR COBURN 


Coburn is a well known insurance man. 


He is a fellow of the American Insti- 
tute of Actuaries and of the Actuarial 
Society of America. At one time he 


was connected with the New York Life. 

The North American Reassurance re- 
cently was organized on a large scale 
to handle the re-insurance of life in- 
surance companies. Lawrence M. 
Cathles, formerly vice president of the 
Southland Life of Dallas, is the presi- 
dent. . 


REPORTS ON METROPOLITAN 


Magnitude of Company’s Operations 
Shown by Examination by New 
York Department 


NEW YORK, Aug. 1—The New 
York department recently completed its 
regular triennial examination of the 
Metropolitan Life, the investigation cov- 
ering the three years ended Dec. 31, 
1921. At the latter date the company 
had admitted assets in excess of $1,100,- 
000,000 with an income in 1921 of over 
$301,000,000. Its disbursements for the 
same year were close to $172,000,000. In 
addition to writing life, health and acci- 
dent insurance and granting annuities, 
the company spends much time and ef- 
fort in general health conservation and 
in educational work. By reason of its 
health campaign it claims to have re- 
duced the death ratio among its policy- 
holders 32 percent in ten years. There 
were 7,825 persons employed at the head 
office and the Pacific Coast branch, 
while the agency staff numbered 16,203, 
of whom 555 were managers and 1,606 
assistant managers. The examiners 
speak highly of the attitude of the Met- 
ropolitan in regard to claim settlements, 
holding it to be liberal in the interpreta- 
tion of policy conditions. 





H. R. Wilson, vice-president; H. W. | 
Buttolph, actuarv; H. M. Woollen, 
president, and Russell T. Byers, vice- | 
president. 
W. H. Leek, general agent at 
Antonio, Tex., for the Missouri 
Life, died at his home last week. 
been a general agent for the 
since 1908. 


San 
State 
He had 
company 





Will Enter Washington 


Secretary Martindale 


of 
National Life of Pierre. N 


the First 
D., is mak- 


|ing a tour through the Pacific northwest. 


He will arrange to have the 


admitted to Washington. 


company 





| STRONG BUSINESS BOOM 


Report Substantial Increases Over 
Last Year and Ex- 
cellent Prospects 


IMPROVEMENT IS GENERAL 


Advertising and Increased Favorable 
Newspaper Publicity Credited With 
Much of the Prosperity 


BUFFALO, N. Y., July 31.—Buffalo 
life insurance 
with their showing during the first six 
months the Almost 
exception, the agencies have made sub- 


agents are well pleased 


of year. without 
stantial increases over the business done 
in the same period last year and some 
of them have piled up sufficient busi- 
their prediction that 
they will beat the banner year of 1920. 
Just how much of the present pros- 


ness to warrant 


perous condition is due to the local ad- 
vertising campaign being conducted by 
the Life Underwriters, Inc., is difficult 
to say, but a conservative view is that 
little benefits have yet come from this 
publicity. 

Advertising Campaign Aided 


It was not the belief of the associa- 
tion when it started its campaign the 
hrst of the year that tangible results 
would come within a few months, The 
men back of the movement have planned 
ahead for several years, believing that 
real results will only begin to show up 
after a couple of years steady ad- 
vertising. 

However, it is probable that the spirit 
of the advertising campaign, which by 
now has reached most of the men in 
the business, has stimulated the sellers 
of life insurance and helped make them 
better salesmen, regardless of its ef 
fects on the public at which it is aimed. 


ol 


General Prosperity Seen 


The most logical reason assignable 
for the present prosperous condition of 
the life insurance business in Buffalo is 
the general prosperity which has been 
apparent since the first of the year. 

Several of Buffalo’s largest industries 
which had been partially shut down for 
a year or more opened up last winter 
and now are going ahead at greater 
speed than ever before in their history, 


some large new industries are being 
built and scores of smaller ones are lo 
cating here. The largest expansion in 


history in the business district, topped 
by the building of the Statler Hotel, the 
Genesee Building, Greater Buffalo Ath- 
letic Club and the Jackson Building, is 
under way. Coincident with these, hun 
dreds of new homes are being built and 
many large new residential sections are 
being opened. All of these things have 
contributed to making business of all 
kinds prosper, have given work to 
thousands who were unemployed or only 
working occasionally and have tended to 
increase wages so that the people have 
more money to spend, 


Co-operation More Common 


Another thing which is undoubtedly 
helping the situation the closer co- 
operation of life insurance men of late 
and elimination of some of the petty 
differences which have kept them apart 
in the past. The insurance men are be- 
ginning to realize that greater efficiency 
can come through closer co-operation 
and today it is no uncommon thing -for 
several agents representing a number 
of different companies to take part in 
the sales meetings of a rival office, of- 
fering their business rivals freely 
their experience and advice for produc- 
ing more business. All of this is re- 
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of 





sulting in making the salesmen of all 
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companies better salesmen and helping 
more and more to get the life insurance 
story over to the public. 


New Publicity Drive 


Still another phase of the situation is 
publicity. In past years life insurance 
men have been more or less reticent 
and there has been a tendency to be- 
lieve that the newspapers of the city 
were prejudiced against giving helpful 
publicity to life insurance because there 
was little, if any, local life insurance 
advertising. Here is the opinion of one 
prominent life insurance general agent 
on the subject: 

“This view was erroneous, as I be- 
lieve time will prove. I know some- 
thing about newspapers and newspaper 
men and [ know that the average news- 
paper editorial department is not at all 
governed by its business office. The 
news department of most papers recog- 
nizes only one master and that master is 
news. 

Value of Newspapers 


“Life insurance people of Buffalo and 
of many other cities haven't gotten 
much publicity in the past because they 
haven’t gone after it. In fact, few of 
them know how to go after it. The 
facts are that the newspapers want all 
the news they can get, whether it is 
about life insurance or silk rugs from 
Persia. But a newspaper in a big city 
has a complex job on its hands. Every 
day there is enough real news happen- 
ing in any city of half a million to fill 
ten to twenty ordinary editions of a 
city newspaper. No newspaper could 
stand the expense of gathering and 
printing it all. The result is that they 
concentrate on the things that are of 
the most obvious importance, that is, 
the police courts, city and county ad- 
ministrations, fires, accidents, burglar- 
ies and other forms of crime, divorce, 
comments of important personages on 
questions of importance, etc. And 
every day countless items of news inter- 
est come up and go undiscovered simply 
because the task is beyond the capacity 
of any newspaper. 

“In life insurance selling and its ap- 
plication there are countless news items 
all the time that the papers would be 
glad to print if they could get them and 
which would be helpful to the business 
as a whole. For instance, many acci- 
dents and the settling of any number 
of death claims present insurance 
angles that have news interest and 
which would tend to show the public 
the value of insurance. But how many 
of them get into print? 


Life Men Should Help 


“Personally, I believe that the life in- 
surance men should train themselves to 
get the newspaper’s point of view and 
to learn what is news and what is not 
news. Then, when in their own busi- 
ness something occurs that is news they 
should tell the newspapers about it. I 
am sure that if this matter is handled 
in the right way the newspapers will 
print a great deal helpful publicity for 
life insurance and be glad to get it. 

“IT am not an exponent of free pub- 
licity, meaning by that the puff items 
which so many firms in all lines of busi- 
ness are trying constantly to get into 
print and which the newspapers are 
prejudiced against. Any item which 
says that so-and-so, representing such- 
and-such a company, is one of the livest 
insurance agents in the city and is sell- 
ing a brand of insurance which offers 
ample protection, etc., etc., etc. is a 
‘puff’ item and, if printed at all, ought to 
be classed as advertising and paid for 
as such, 

Numerous Cases of “News” 


“But if a man dies apparently penni- 
less and then weeks afterward, just as 
his family is about to go to the poor- 
house, it is discovered that he had car- 
ried secretly for years an insurance 
policy for $10,000 and the insurance 
company steps in and provides the widow 
and her children with the means of a 
livelihood, the storv has news and dra- 
matic value and all the papers will 
gladly print it. ° 

“Both examples, of course, are exag- 





TELLS OF EARLY TRIALS 


A. M. JOHNSON GIVES TALK 





President National Life, U. S. A., Ex- 
plains the Purpose of the Company 
He Is Organizing 


President A. M. Johnson, National 
Life, U. S. A., in a talk before the 
health and accident school conducted by 
the casualty department of that com- 
pany told about the new company, the 
United States National Life & Casualty, 
which will succeed to the accident and 


health business of the National Life 
written through the casualty depart- 
ment. President Johnson was the last 


speaker before the school which closed 
last Saturday. He will be president of 
the new company and C. H. Boyer, 
manager of the casualty department of 
the National Life, U. S. A., will be vice- 
president and general manager. The 
operations will go on without interrup- 
tion. The management will remain the 
same. 
Independent Company Needed 


President Johnson said that the cas- 
ualty department of the National Life, 
U. S. A., has reached such proportions 
that it seemed wiser to have a separate 
company to take care of its operations 
exclusively. He said that the premiums 
last. year in this department amounted 
to $2,500,000 and this year would run 
to between $3,250,000 and $3,500,000. He 
said that the health and accident busi- 
ness in this company had grown far 
more rapidly than was anticipated. In 
July of this year the premiums were 
$3,000,000. Last year the increase in 
premiums was $800,000. 

Starting of Disability Business 


President Johnson’s narration of the 
incidents in the early life of the casualty 
department showed the difficulty and 
chance for loss in establishing a big 
health and accident business on the in- 
dustrial plan these days. The depart- 
ment started in full blast in 1912. The 
premiums that year were $300,000. The 
loss on the operations was $200,000 con- 
tributed from the surplus of the company. 
The next year the premiums were $600,- 
000 and the loss was over $100,000. Mr. 
Johnson contributed this loss individu- 
ally. The third year the premiums were 
about the same as the second year and 
left a $60,000 loss which Mr. Johnson 
met personally. In 1915 the premiums 


were $760,000 and the company just 
about broke even. There was little 
weekly business written during this 


time, most of it being on the monthly 
payment plan. 

Since that time the business has 
grown rapidly and the company has 
been able to return the $200,000 it took 
from the surplus of the National and 
also repaid President Johnson for his 
personal contributions. The department 
has been in operation for 11 years. 

Expensive to Handle 


President Johnson said that the 
amount of weekly debit at the end of 
this year would be $600,000. He said 
that it cost 20 times the debit to get it 
established. The weekly payment busi- 
ness, he said, is hard to start and very 
expensive. A company going into this 
business, he said, must depend on a big 
volume but it must be well selected in 
order to be profitable. President John- 
son said that the tendency of the times 
is for companies to operate on a more 
economical basis and to increase the 
benefits. It is difficult therefore to get 
an industrial company started on any- 
thing like a large scale, but when once 





gerated. but I hope I have made mv 
point clear. News about insurance is 
helpful and it is up to the men in the 
insurance business to learn something 
about news and see that the papers are 
informed of the various news happen- 
ings in their business.” 


) 





END SUMMER SESSION 
CONCLUDE OKLAHOMA COURSE 


Sixty-Four Students in Life Insurance 
School Conducted at State Univer- 
sity Receive Diplomas 


OKLAHOMA CITY, OKLA., July 
31.—Sixty-four students will receive cer- 
tificates of graduation from the courses 
given in the Oklahoma _ University 
school of insurance, this week, when 
the school closes for the season. The 
first session of the insurance depart- 
ment was held last year when 77 stu- 
dents graduated. The school this year 
was under the direction of Loren D. 
Stark, an insurance man of wide ex- 
perience. Oklahoma was one of the 
pioneer schools to inaugurate an insur- 
ance course in the summer work, and 
this has been co-ordinated with the busi- 
ness courses. 

Mr. Stark: has been assisted in the 
work by Russell King of Nashville, 
Tenn., who is experienced in the insur- 
ance business. Dr. C, E. Benson, pro- 
fessor of psychology of the university, 
also has assisted. Students are given 
actual experience in selling life insur- 
ance. It is said that students in last 
year’s courses sold more than $500,000 
life insurance during the term. 





underway and a large volume of busi- 
ness is secured, these companies grow 
rapidly. 

Square With the World 


He said that the casualty department 
of the National Life, U. S. A., is now 
square with the world, having paid back 
all its debts. He said it had ceased to 
be a department as it has grown to 
such proportions that a separate com- 
pany is needed to operate it. The pre- 
miums are now increasing at the rate 
of about $1,000,000 a year. He said that 
the National Life, U. S. A., stood about 
fifth or sixth last year in amount of its 
accident and health premiums. Presi- 
dent Johnson said that all along the 
ultimate object of his company had been 
to ascertain how much to return to the 
claimant in the way of benefits, com- 
mensurate with safety. He is a believer 
in liberality. He told about the claim 
committee. that passes on all disputed 
claims. This is composed of three men 
at the home office. One dissenting voice 
on the committee means that the Claim- 
ant will get the amount in the proof: of 
loss. It requires a unanimous vote of 
the committee to deny liability or com- 
promise a claim. 


Tribute to Mrs, Boyer 


President Johnson said that the acci- 
dent and health business of the National 
Life, U. S. A., during the last few years 
had enjoyed a low loss ratio due largely 
to good underwriting. He said that the 
time to protect the company is at the 
time when the risk is solicited. He 
therefore said that the agents had much 
to do with the good record of the com- 
pany. He referred to Mrs. Charles H. 
Boyer, wife of the manager of the casu- 
alty department, who is his “right hand 
man” at the office, as one of the best 
accident and health underwriters in the 
United States. 


Cox Joins Columbia Life 


The Columbia Life of Cincinnati has 
a new assistant actuary in the person 
of Lewis C. Cox, who has for three and 
a half years been assistant actnary of 
the Mutual Life of Baltimore. Mr. Cox 
is a thoroughly trained accountant and 
actuarv. He took his A. RB. degree at 
the Ohio State University in 1905, his 
master’s degree in 1907. He then went 
to Cornell. where he received the Ph. D. 


degree. He then taught mathematics at 
Perdue University for five years and 
was in the war department for two 
vears. Mr. Cox hegan his duties in his 


new position on July 26. 





LOS ANGELES TO GET }/ 
THE NEXT CONVENTIO 






Darby A. Day Reports Pacifi 
Coast City Expects to Land 
1924 Gathering 
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ciation Meets to Discuss Arrange. § 1, 
ments—Radio to Broadcast ant 
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cor 

Los Angeles will, in all probability al 
get the 1924 convention of the Nation que 
Association of Life Underwriters, aff ing 
cording to Darby A. Day, president o 1 
the Chicago Association and Chicaggy 2° 
manager of the Mutual Life of Ne * 
York. Mr. Day has just returned from the 
an extensive motor trip through the fro 
middle west and Pacific coast. (im the 
Wednesday of this week he presided: = 
an executive committee meeting of Mil to y 
Chicago Association, and told of ti life 
large delegations from the west th M 
will attend the Chicago meeting. L Nor 
Angeles life insurance men, Mr. Dag @S¥ 
said, already believe that next yeag St 
convention will come to their city. 3% 
special train will bring to the Chicagiy Y&4* 
meeting of the National Association aj 5" 
be held Sept. 5-7, a large Los Angelge "PO! 
delegation who will be prepared to ca _ 
ture next year’s gathering. Q 
Mr. Day also stated that Denve én 
Omaha and Des Moines will send seg “S¢ 
cial trains to Chicago. These cities, a ™4 
addition to Los Angeles, are out ait ey 
next year’s convention. a 


Interesting Plans Unfolded 2. 




















Interesting plans for the stimulatiogl® worl 
of interest in the coming meeting of ti nso! 
National Association were unfolded @ and | 
the executive committee meeting of tg Prop 
Chicago Association. As a starter tg neces 
Chicago Association will send a nigiy Mark 
letter to the president of every impogg ‘0 te’ 
tant association throughout the county 3. 
This will be followed by a letter abogy erly 
a week later. Both the wire and lett ship 
will urge attendance at the Chicas 4, 
meeting, and will ask the presidents ¢ a life 
local associations to make every effe himse 
to create interest among their member fa a 
in the coming gathering. uture 

A big feature of the Chicago meet 
of the National Association will be # Co 
annual banquet which will be held The 
the Drake hotel. The banquet hall, 9% 1), 
ready arranged for, will seat 2,850. 1 decisic 
banquet program will be broadcasted! court 
radio from the Drake hotel’s mamma 9.0.4: 
radio station. From now until 4 WOE equity 
before the convention radio mcssaii by tp, 
regarding the Chicago meeting will 3% ,; He 
broadcasted, not only from Chicago "i, righ 
from’ all of the radio stations all Gi. ).). 
the country. Mr. Day will get in tM fo, |, 
with the heads of the local associat@'™ the a. 
and ask them to select speakers "9 bare}, 
will talk for the radio. had be 

Committees Functioning Thre 

Upon his return Mr. Day found nn 
of the principal convention commit] 5 “ 
of the Chicago association functio™ vy 
properly. The Chicago association has makin 
membership of 700, and will have 4% ~~ 
cial registration booth at Medinah Teg |, A 
ple, convention headquarters. The insured 
mittee which has been in charge o! ® eadle 
ing funds to defray the expenses % | Dlicatic, 
Chicago association in connection WH i oe 
the meeting reported that a gratiy® death - 
amount of money has already bee @ ; 
lected, and the necessary remainder ' — 
been pledged. From now until the ® manage, 
of the’ meeting a special secretary 7 Minois, 
be employed by the Chicago associll! we 
to take care of the correspondence y Manare: 
the organization will carry on W" attendar 





various local associations. 
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Impressions of a New 
Agent Given by a New 
Producer in the Field 


ts Pacis Some interesting observations on 
“Impressions of a New Agent” were 
9 Land Bf made by Henry L. Schamberg, a new 
accession to the New York office of the 
> Northwestern Mutual Life, speaking 
before the annual meeting of the agents’ 
association of that company at the 
[EETING home office in Milwaukee last week. 
Mr. Schamberg retired from a promi- 
nent executive position about a year 
ago and was persuaded to take up the 
rate book for the Northwestern Mutual. 
Arrange- B He has met with considerable success 
,dcast and was asked to speak of his impres- 
sions of the business from one year’s 
contact before the agents. 
Before taking up the new work, Mr. 
ope Schamberg asked the following three 
the Nation questions of those who were approach- 
writers, aff ing him on the change: ee 
president ™ 1. What are the possibilities for a 
d Chicagge Bewoomer in the sale of life insurance 
nd UNC in New York City? 
ife of Ne 2. From the viewpoint of delivering 
turned from the best policy that money can buy and 
through te from the sales agent’s angle, which of 
, the life insurance companies does he 





icago Ass 


probability 


ast. Oy ; 
—_ . consider the best for one to represent? 
presided j 3. Particularly his frank estimate as 
eting of (Wi) to whether I could qualify in the sale of 


told of til life insurance. 
e west th Mr. Schamberg was sold on the 
esting, li Northwestern Mutual and on the life 
a Mr. Dal insurance profession and has often con- 
next yea gratulated himself during the past year 
hele cilt. on his change. In looking over the 
the Chicage Ye2t's work he has reached the conclu- 
sion that there are four central points 
upon which success in life insurance 
solicitation is based, these being as 
follows: 
1. That he must have the merchan- 


ssociation 
Los Angel 
yared to cap 


Se dise to stand the acid test of all legiti- 

. elie mate competition. In the sale of life 

se © aim insurance the merchandise depends upon 

are out "HE the organization which the agent rep- 
resents, 

folded 2. The best merchandise in the 


» stimulatiogg World improperly handled will remain 
eeting of t@™ unsold. Therefore, it is most import- 

unfolded @ 2nd that the sales representative be 
eeting of tg Properly equipped with all information 
1 starter tg Necessary to intelligently and effectively 
send a nig Market the product, and with the ability 
every impogg t tell his story briefly. 

the counth 3. Work, push and more work prop- 
“letter abogm ¢tly timed in a spirit of good iellow- 
re and lettqgm Ship is imperative. : 

the Chicag 4, It is particularly incumbent upon 
presidents a life insurance solicitor to so handle 

every effa himself with all of his prospects so that 
reir membeq™ 22 atmosphere of welcome for his 

future visits will never be destroyed. 

cago meetil ——————_ 
n will be t Companies Win Cancellation Suits 


1 be held The Jefferson Standard and the Equi- 


quet hall © table Life of New York have won a 
at y 90 o decision in the United States circuit 
pagans court of appeals in a case involving the 
I's mat a Westion as to whether or not suits in 
until all equity for cancellation of policies issued 
lio an by them on the life of Joseph S. Keeton 
“Chicago of fenrico county, Va., are entitled to 


all om. right of way in court over an action 
ions | ad at law brought by the widow of Keeton, 
get ao or recovery on the policies following 
| associa” im the death of her husband Aug. 26, 1921, 
speakers arely three months after the insurance 
had been taken out. 
oning ‘hree policies are involved in the liti- 
Yay found two having been issued by the 
1 committe stlerson Standard, each for $5,000. The 
a function —— issued the other policy for 
ociation hf Each policy contained a clause 
il have 29 h ing it incontestable after one year. 
{edinah Te he companies asked for cancellation 
rs. The co alee ay on the ground that the 
harge of @ steet , made false ‘Statements as to his 
penses of! eae condition in hilling out his ap- 
nection WH Hes ton blanks. They discovered this, 
a gratify dene sserted, about two weeks after his 
ady been ‘ 
emaindet oa 
until th Sl mtg, SEMA, of, Chicago, assistant 
secreta dl Ta hois, was the principal speaker at a 
ssocla Peameon for the company’s agents at 
a, given by F. R. Mulnix, agency 


mana 
attendance with about 20 agents in 





go a ' 
pondence t 
, on with * 
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AGENCY 
OPPORTUNITIES 
NOW OPEN 
IN 


Arizona 
California 
Colorado 
Illinois 
Indiana 
Iowa 
Kansas 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Tennessee 
Texas 
Utah 
Washington 
West Virginia 
Wisconsin 





When? Never! 


“When will the Lincoln Life let 


up in its drive for business?” 


“Never” is our reply. 


When ambition wanes decay begins. 
When aggressive push for business slackens 
the sinews of strength become flabby. 
When service ideals are lowered the heart 
of the organization is weakened. 


The pride of the Lincoln Life is in its 
high service standards. It will maintain 
them by continuing to write all the good 
business it can get. 


You are assured that the superior service 
of the Lincoln Life will carry on in the quick 
issuance of policies, attention to policy- 
holders, and the prompt payment of claims, 
when you— 
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The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $265,000,000 in Force 
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“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’”’ 





For Information Address the 
Home Office at Cincinnati 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 

















24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or illness are still adding reg ly to 


their life insurance. These drafts are delivered by our own ready 
to oval hi if of dial to the claimant’s friends, or to 


o troduction 
provide the claimant himself with the additional life protection he intends 
to take sometime. 
men to help deliver the 27,000 claim drafts we 


Ww use more 
will isout during teas” ives want to make MORE MONEY a letter with 
satisfactory will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President _ KANSAS CITY, MISSOURI 














1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stability and Progress, 
m ty 


ety and Li ty 
Admitted Assets Insurance in Force 
Dec. 31, 1912.................$12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922...............-- 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 
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Acacia Mutual Life Association 




















Insurance Issued in 1922....... Paid for out penees $ 39,898,050 
Gain in Insurance in Force... .. = eS  Beceest 21,462,805 
Insurance in Force 12-31-22..0 “ “ “= ).....- 122,685,100 
inshiliipeseeentsanedebs bbipeboctndieesmvecssses | SE 
Besenss fe AssS0R. occ cccccccccccccccccsecccccocecoses .214, 
Imerence in Surplus... ........cccsecsccccccvcccccccces 431,446 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 








WITH INDUSTRIAL MEN 














VALUABLE PLAN IS PROPOSED 





Bureau to Be Formed to Enable Com- 
panies to Check on Applicants 
for Agency Positions 





BALTIMORE, MD., July 27.—In- 
surance men here are deeply interested 
in the establishment of a bureau of in- 
formation to enable insurance compan- 
ies to. keep a check on the movements 
of agents and solicitors, which Burt A. 
Miller, superintendent of insurance for 
the District of Columbia, proposes to 
open in Washington on August 1. 
The bureau, being formed in co-op- 
eration with the life, industrial health 
and ‘accident companies, will be in 
charge of a clerk in the office of Mr. 
Miller and will operate as follows: 

If John Doe left the employ of a com- 
pany today that company would notify 
the bureau, which in turn would inform 
all other companies. Should it develop 
later that John Doe’s accounts were 
not straight that fact also would be 
communicated to the other companies, 
but without details. 

A board of governors, composed of 
the heads of insurance companies do- 
ing business in the District, will have 
supervision of the bureau, 


Prudential N ews 


The detached assistancy at San Pedro, 
Calif., operated from the Los Angeles 2 
district, is placed in charge of Assistant 
Superintendent William Riddle, who was 
transferred there from Punxsutawney, 
Pa., where he held a like position. 
After an interim of a few months, dur- 
ing which he operated an agency in the 
Los Angeles, Calif., district, John Tollef- 
sen has resumed service as an assistant 
superintendent in that district. Mr. Tel- 
lefsen had previous experience as as- 
sistant superintendent in Chicago. 
Agent John B, Baker of Paducah, Ky., 
recently received recognition in the form 
of a promotion to assistant superin- 
tendent. He assumed charge of the de- 
tached assistancy at Poplar Bluff, Mo. 
Agent Russell M. Stewart of the New 
Albany, Ind., district, has so systema- 
tized collections that his outstanding 
premiums for the first week in July run 
less than 6 percent, while the advance 
payments aggregate almost four times 
the, amount of the debit. Chargeable 
lapses are few and far between on this 





model agency and naturally Agent Stew- 
art is credited with a nice yearly net 


increase. This agent had not suffered a 
single decrease during 1923 and conse- 
quently he has been the recipient of a 
special salary voucher every week since 
the first of the year. 

Agent J. F. Mendelis of Wilkes Barre, 
Pa., has an industrial record worthy of 
comment. The persistency of his new 
business writings is very good and it is 
noted his name is listed number 11 among 
the company’s leaders in industrial net 
increase. 





Western and Southern News 


Harry R. Permut, who was formerly 
assistant superintendent of the Western 
& Southern Life of Columbia, O., has 
been made superintendent of the Chicago- 
Humboldt district, succeeding J. C. 
Schwartz, who has been transferred to 
Chicago west. Mr. Permut has been with 
the Western & Southern since 1916. The 
following assistants have been appointed: 
J. Shalvey, Detroit West; E. H. Sipe, 
New Castle, Pa.; A, C. Conklin, Detroit 
West; J. R. Hall, St. Louis Central; D. J. 
Enright, St. Louis Central; I L. Gold- 
weber, Cleveland West; A. W. Hess, 
Dayton, O.; A. Cosper, Pittsburgh East. 

William G. Kaltenbach, assistant su- 
perintendent of the Western & Southern 
at Steubenville, O., has been made home 
office inspector in the southern division, 
He entered the service of the company 
as agent in Wheeling Oct. 8, 1916, was 
made assistant superintendent and then 
went with the army overseas. On his 
return he was transferred to Steuben- 
ville where he has since remained. 


Superintendent J. Pollard has been 
transferred from Evansville to South 
Bend, Ind. 


The following have been made assist- 
ants: G. W. McCullough, Braddock, Pa.; 
W. E. Ginther, Parkersburg, W. Va.; R. 
Brown, Flint, Mich, 





Death of W. A. Harrison 


William A. Harrison, superintendent 
of Philadelphia No. 1 of the Prudential, 
died the other day. He started as an 
agent at Harrison, N. J., Sept. 17, 1900, 
was promoted to an assistancy in the 
district and in 1902 went to Philadelphia, 
being placed in charge of No. 1, March 
12, 1917. 

- ——_——— 


J. W. Bolan is Dead 


District Manager J. W. Bolan of the 
Life Insurance Company of Virginia at 
Anderson, S. C., died a few days ago. He 
started with the company at Greenville, 
S. C., as an agent, Jan. 15, 1904. He had 
served as superintendent at Anderson 
since Aug. 19, 1918. 











| 
LIFE AGENCY CHANGES 














AMERICAN NATIONAL CHANGES 





St. Louis Company Announces Appoint- 
ments in Its Home City and 
at Other Points 





The American National Assurance of 
St. Louis has appointed Hoffman, Son 
& Co., Rialto Building, St. Louis, as 
general agents for St. Louis. Dan Smith 
has been placed in charge of the newly 
formed life department of Hoffman, 
Son & Co., who are among the oldest 
and best known insurance agency or- 
ganizations in St. Louis. 

R. A. Hoffman, senior member of the 
firm, spent a few weeks at Battle Lake, 
Minn., visiting James C. Jones, general 
counsel of the American National As- 
surance, and upon his return to St. 
Louis was agreeably surprised to learn 
his agency had written $68,000 in life 
insurance for the American National in 
its first ten days on the job. Its first 
month, July, was far in excess of $100,- 

0. 


D. F. Marlow, formerly with the Con- 
servation Life of Wheeling, W. Va., has 
been appointed district agent for the 
American National with headquarters at 
539 Empire Building, Clarksburg, W. Va. 

Other American National Assurance 











appointments were: Stewart McMillan 
and W. D. Powell, Moorehead, Minn, 
general agents for northwest Minne- 
sota; George Steadman, Wichita, Kan, 
general agent for eight Kansas counties. 
For 13 years he was with the Kansas 
City Life and Home Life in Wichita. 


Edward Dreyer 


Edward Dreyer has been appointed 
district manager of the Pacific Mutual 
Life at San Diego, Cal. He has * 
agents in his office. A year ago he 
graduated from the San Diego high 
school. Mr. Dreyer succeeds James 5: 
Logan, who has been transferred 
Long Beach. 





H. B. Brown 


H. B. Brown of Clark, S. D., has beet 
appointed district manager of the Guar- 
anty Life of Davenport for 20 counts 
in the northeastern section of Sout 
Dakota. He was formerly postmaster 
in his town. 


S. B. Thompson 
em- 


Seth B. Thompson, since 1907 a ™ : 
ber of the San Francisco staff of tM 
Union Central Life, has been appointe 
general agent for the Penn Mutual ! 








in Oregon and southwestern Washing- 


Scribe¢ 
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ton. Mr. Thompson will locate in Port- 
land, Ore. He is one of the best known 
life underwriters in California, having 
always been active in association work, 
having served several times as secre- 
tary, first vice-president during 1921-22 
and president 1922-1923. 





F. H. Gross . 


F. H. Gross, who has been at the 
home office of the Mutual Benefit for 15 
years, Starting as a stenographer in the 
agency department and working up- 
ward, has gone to Hartford to join the 
ranks of the general agency of the com- 
pany there. 





E, R. McHugh 
Edward R. McHugh, Seattle, Wash., 


has been appointed manager of the 
Fidelity Mutual Life in that city. It 
has opened a branch office in the Ameri- 
can Bank building in that city over 
which Mr. McHugh will preside. 


NEW BUILDING IS SECURED 





Midland Life of Kansas City Decides 
to Locate Home Office in Resi- 
dential Section 





The Midland Life of Kansas City 
has purchased the beautiful Fuller home 
on Admiral boulevard and Main streets, 
in its home city, for a home office build- 
ing. The cash price was $120,000, and 
an additional $50,000 will be spent on 
the building in remodeling it. 

The Midland is following the ex- 
ample of a number of life companies 
in getting out of the business district, 
Daniel Boone, Jr., the president of the 
company, explained. The fact that the 
new home will be situated in the resi- 
dential district gives the office force 
better working conditions, and relieves 
the company of the high rental cost 
which it must pay when it occupies 
quarters in the business center. 

The big gray stone building is located 
on a lot 108x219 feet, and is consid- 
ered one of the most distinguished build- 
ings on Admiral boulevard. The new 
home of the Kansas City Life, for 
which ground will be broken in a few 
days, is located on the same boulevard, 
only farther west. The Midland will 
secure possession of the building Nov. 
i, and expects to open its offices in it 
about the first of February. 


Women Now Admitted 


From London comes word that three 
young women have just passed the re- 
quired examination and been admitted 
to fellowship in the Actuarial Institute. 

ntil a recent period the British actu- 
arial societies refused to admit women, 
feeling doubtless that the intricacies of 
the profession were such that they could 
not be fully mastered by members of 
the gentle sex. The Actuarial Society 
of America is conducted along broader 
ines, membership being free to anyone 
who can qualify under the examinations. 

ere are a number of women actuaries 
employed in several of the larger life 
companies of the east, and their work 
is held to be very satisfactory. 


Travelers Campaign Results 


. The special campaign for present pol- 
ityholders which Travelers carried on 
PP Sy resulted in the issue of $16,- 

8,266 new business. This was made 
* of 4,427 policies. The Baltimore 
of N led, with $1,503,244, H. Robinson 
ty ew York being second with $1,084,- 
ion and the Chicago office third with 
~ 452. The Bookstaver agency of 
New York was next with $827,000. In 
en Production J. E. Weiss of the 
ce mson agency led with $150,502, M. 

ge! of Johnston & Collins in eNw 
cc ne second with $148,000 and 
een *. lee of Binghamton third with 
a came June campaign was to 
hold additional insurance on policy- 
. ders of recent acceptance, no exam- 


mation being requi 
. quired under the pre- 
Scribed conditions. : 





protection of the widow and orphan in case of the death of the insured, 
and comfort for the policyholder in old age. Were it not so and were 
this high purpose not kept constantly in view, old line life insurance 
would never have reached its high estate. 


surance business would result in miserable failure. Life insurance as a 
profession and a business is a sacred trust. It matters not whether 
premium deposits be made annually, or semi-annually, or quarterly— 
or, as under the Grizzard System, monthly—the aim and purpose is one 
and the same. It is the same old line life insurance, conducted with 
the same high ideals, charted by the same code of ethics, and minister- 
ing to cover the same needs. 


give the highest service of which it is capable. The Grizzard System 
always upholds the ideal of ‘‘Greatest Service’’ as its beacon light, and 
ever finds renewed justification for its career in its co-operation with those 
who are in the field of spreading the gospel of old line life insurance. 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


























ONE AIM 
ONE PURPOSE 















The great outstanding purpose of old line life insurance is the 




















The mere making of money as an ideal in conducting the life in- 






















It is our belief that every company and every agency endeavors to 




















































GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 











Send for free 
copy of Radio 
Address on Life 
Insurance by 
James A. Griz 
sard broadcasted 
all over America. 





308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St.,. COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchant Bank Bldg. 


CHICAGO 
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NON-CANCELLABLE IDEA 
VIGOROUSLY ASSAILED 





General Agent Says This Form of 
Disability Contract Will Breed 
Much Trouble 





WEAKNESSES ARE SHOWN 





Claims That Provision Is Unwise When 
Applied to Accident and Health 
Insurance Policies 





NEW YORK, July 31—Why do so 
many general agents in the health and 
accident line fail to enthuse over non- 
cancellable forms or “non-cans” as they 
are being generally nick-named? For 
very much the same reasons that many 
are opposed to the disability clause in 
life insurance contracts. There is the 
opportunity and temptation on the part 
of the assured to sting the company, 
general disturbance of the business, an 


open door to litigation, a renewal of the 
old time misunderstanding and miscon- 
ception of policy provisions. Such is 
the opinion of a man who has been in 
the health and accident branch of in- 
surance a sufficient number of years to 
make his opinion worth while. 


Will Cause Malingering 


“When a company enters into con- 
tract with an assured to pay him $250 to 
$1,000 a month when he is disabled and 
to pay it as long as he is disabled, it is 
holding out an inducement to him to 
protract his disability or alleged dis- 
ability as long as he can get away with 
it,” this man contends. “An income of 


$100 a week, or over $5,000 a year, was 
not remarkable among mechanics the 
last few years, but the big war time 
and post war time pay has passed into 
history. Mechanics cannot attend to 
business in bed, in the house or in the 
hospital, but the excutives, the partners, 
the owners, the general managers, the 
consulting engineers, the general super- 
intendents, the architects, the lawyers, 
men who can pull down $5,000 to $1,000 
and more a year, and who can there- 
fore, carry ‘non-can’ disability insurance, 
can do a very large part of their work 
for months without going near an office 
or a job. 
Hard Cases to Handle 


“If the attending doctor be com- 
placent and we all know how com- 
placent many of them are, the ‘patient’ 
has a picnic and the cleverest kind of 
sleuthing on the part of the claim depart- 
ment concerned cannot put a dent in 
the claim. Men of that class don’t ‘lie 
down’ for an adjuster; they fight and a 
fight means either compromise or 
litigation. 

“Until the ‘non-can’ was put on the 
market the companies could always pro- 
tect themselves from people of this 
kind by cancelling after the claim was 
disposed of or by refusing to renew the 
policy at expiration. The bureau re- 
cord system saved other companies from 
this within-the-law form of swindling. 
Under the ‘non-can’ form the assured 
can play his little game over and over, 
so long as he pays his premium. 

“There never was any demand on the 
part of the public for a non-cancellable 
form of disability insurance. I don’t 
know which company started it but 
it certainly didn’t take long for some 
big fellows to follow suit. It was the 
insurance companies themselves that 
created the demand. They set their 
sails for an uncharted ,sea and they are 
going to bump their hulls against a lot 
of hidden reefs and unthought of sand 
bars as they go along. 

“A home office underwriting depart- 
ment or a general agent never yet can- 








celled an assured for reasons other than 
non-payment of premium unless there 
was a mighty good reason for getting 
off the risk, a reason which was not 
apparent when the policy was written. 
When there is no ground for cancella- 
tion the assured is just as safe as if he 
carries a non-cancellable form. To give 
him a contract that is a scrap of paper 
as far as he is concerned, since he can 
drop it whenever he pleases, but ‘which 
ties the company up, is like handing 
your ‘gat’ to the stick-up man and tell- 
ing him he’ll find your wallet in your in- 
side vest pocket. It isn’t an equitable 
contract when it binds one party and 
doesn’t bind the other. 

“The elimination feature doesn’t look 
good to the conservative accident man 
either. The sales agent can explain to 
the prospect until he gets black in the 
face that it won’t pay for the first three 
months or whatever the deductible time 
may be, but the assured forgets all 
about any such provision when he be- 
comes disabled, particularly if any con- 
siderable time has elapsed. The big 
business man or the big professional 
man won’t think of any such restriction 
any more than the workingman used to 
remember about the docking of the 
first week on the old industrial policy 
or the wise guys who used to buy 
the key ring policies and the $5 and 
$10 dimiteds recalled the narrowed 
provisions of those seductive money- 
makers. 

Introduces Old Troubles 


“The state insurance department and 
the company executives locked horns 
for years over ambiguous phrases and 
clauses that could be interpreted several 


ways, The courts of every state were 
called on to unravel thousands of 
tangles. The legislatures had to draw 


up a set of standard provisions, which, 
with a few mino: differences, were 
similar throughout the Union. The 
business settled down so that it got to 
running almost as smoothly as life and 
fire insurance, when along comes the 





& ae . 
non-can’ with all the old time sources 


of trouble. 

“It is all very well to say that careful 
selection by the sales agent, close in- 
vestigation of the applicant’s history, 
rigid medical examination and this pre- 
caution and that will safeguard the com- 
pany but the average sales agent, the 
average applicant and the average med- 
ical examiner will never be made to re- 
gard an accident policy in the same 
class with a life policy. 

Business Will Stick 

“The ‘non-can’ is certainly a dandy 
for the constant claimant. I can’t see 
that it is a good thing for the company 
except in one single feature, that it 
reduces to a minimum the control of 
the general agent or,the sales agent over 
the renewals. It makes it almost im- 
possible for him to take his business 
with him when he goes to some other 
company. The ‘non-caner’ will stick, 
while the annual, or less than annual, 
seventy-five per cent of them, would 
just as soon change companies as not. 
They don’t know the company; they do 
know the man who sold them the 
policy. 

“There is no more reason for a non- 
cancellable disability policy than for a 
non-cancellable fire policy or auto policy 
or burglary policy. One must be gov- 
erned by conditions as they arise as 
much as the other—change in hazard of 


physical risk, change in moral risk, 
change in financial risk. The annual 
renewal with the legally authorized 


privilege of cancellation or non-renewal 
has been the safety zone of the insurers. 
Life Insurance Logically Non-Cancellable 


“Only one kind of insurance can be 
logically non-cancellable, life insurance, 
and that is because only death or time 
can cause its maturity. The assured 
who kills himself for one reason or 
another, the man who dies by fair or 
natural means, has to die to win or 
live out the term set in the policy. He 
can’t turn 10 years or 15 years or 19 
years and 364 days into 20 years. But 
the chap who breaks a leg or an arm 
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OVER 
ONE AND 
A HALF 
MILLION 
MONTHLY 


A. C. TUCKER, President 
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When a life insurance company less than four years old 
has over 33 million dollars of good business on its books, 
with over two and one-half million dollars in assets and _ | 
such a company has regularly for more than six months 
received in new business much over a million dollars each 
and every month,it must surely indicate to you that this 
volume of business has not been secured by chance. It 
means that the company must have attractive and popular policy con- 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 
Iowa Building, Des Moines, Iowa 


WILLIAM KOCH, Vice-President and Field Manager | 


| 
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or suffers a partial paralysis can, with 
the aid of a friendly doctor, stretch the 
time to a profit smashing period. 

“The demand for this form of insur- 
ance, as I say, has been created by a 
company aching for novelty and sales 
talk and the others have followed just 
as the editor of a newspaper creates a 
popular demand for something he can 
raise a howl about in his news and 
editorial columns and as the ‘reformers’ 
create a demand for some shift in 
municipal affairs so the men behind the 
door can create jobs for themselves.” 


OBJECT TO THE INTERFERENCE 





Life Insurance Men Object to Some 
Bankers That Disturb Minds of 
the Policyholders 





In some cities complaint is made that 
certain persons in banks endeavor to 
upset some large lines of insurance, es- 
pecially where a trust is involved. In 
many cases these days insurance men 
work up prospects who are convinced 
that it is wise to establish a trust and 
use some of the income to pay life in- 
surance which is made part of the 
trust. Life insurance men call atten- 
tion to the fact that through the medium 
of life insurance a trust can be con- 
siderably enhanced. Sufficient securi- 
ties can be put up to pay the premium. 
The banks that are criticised seem to 
use the argument that trust funds can 
be created without the use of life in- 
surance to a far more efficacious way 
than if life insurance were used. These 
bankers advocate, therefore, the pur- 
chase of more securities with the in- 
come, instead of using it to pay the 
insurance premiums. Life insurance 
men are considerably disturbed over 
the effort of these banks to disturb life 
insurance that is in force than to in- 
fluence prospects against the use of life 
insurance in the creation of trusts. 


Drops Stock-With-Policy Plan 


The sales of stock with life insurance 
policies of the Federal Reserve Life of 
Kansas City, Kan., will cease Feb. 1, 
1924. This is the announcement of the 
company. The company will either keep 
whatever stock remains in the treasury 
or sell it for cash without any consid- 
eration of the insurance. The company 
has just moved into its new home of- 
fice building. The building was erected 
at a cost of $148,000 and it is asserted 
that it can be sold at a large profit now. 
The building has every available room 
under lease. The Federal is one of the 
hve Kansas companies which have been 
selling its stock with the policies for 
life insurance. It is the first of the 

ansas companies to announce that it 
= stop the sale of stock under this 

an. 


Large Policies Being Sold 


A life insurance man said the other 
day that in the cities particularly there 
are more large policies being written at 
the present time than for some months 
past. More business concerns are tak- 
Ing out Policies on the lives of those 
that are vital to their success. The in- 
“eritance tax has come in as a great 
tmulator of life insurance. The de- 
mands of death are growing in number 
and the death of a man of means calls 
lly heavy expense. Life insurance 
i are showing these people how they 
pone protect an estate and ballast it 
uring a very trying period. 





New Topeka Company Licensed 


The Standard Savings Life of To- 
engl been authorized to begin writ- 
Harmar bv the Kansas insurance 
— ment. The charter for this com- 
it — issued early in the year and 
for nm" in Process of organization 
. Several months. M. C. Shurtleff, 
ne E. Peart, J. K. Rankin and R. S. 
Tray of Topeka and N. H. Blakeley 


of Lincoln. N : 
. Neb., are the organ 
the company, ee 


EFFECT OF CAMPAIGN 
DR. L. I. DUBLIN’S TALK GIVEN 
Declares That Campaign Against Tu- 
berculosis Is Having Its Effect 
in Lower Death Rate 





The organized campaign against tu- 
berculosis which has been carried on 
both officially and non-officially during 
the last two decades has been largely 
instrumental in effecting a decline in 
the death rate. This was the contention 
of Dr. L. I. Dublin, statistician of the 
Metropolitan Life, in an address before 
the National Tuberculosis Association. 
His paper was a direct refutation of the 
claim that the working of natural selec- 
tion and other influences not under hu- 
man control were the most significant 
factors in the fall of the tuberculosis 
death rate. 


Personal Hygiene Promoted 


The accepted assumption of those 
who are interested in the campaign is 
that this infection need not cause actual 
disability or death if the resistance of 
the individual is kept up to a high level. 
It is also held that those who have 


broken down with the disease may in 
many instances be restored to working 
capacity by treatment which raises the 
level of resistance. The efforts in the 
campaign have then resolved primarily 
to personal hygiene. This is the cri- 
terion of preventive tuberculosis work. 
Educational pamphlets have been dis- 
tributed broadcast, emphasizing the ne- 
cessity of sufficient rest, adequacy of 
nourishing food, of recreation and other 
influences which promote happiness. 


Anti-Tuberculosis Campaign 


Due to the efforts of the anti-tubercu- 
losis campaign towards the curing of 
the disease hundreds of thousands of 
persons all over the world have been 
restored to health. This work has been 
carried on in the hospitals, sanitariums 
and in the homes. It has been particu- 
larly effective by teaching proper care of 
the patient. It has been conclusively 
proved through investigating numerous 
cases that persons who attended insti- 
tutions for the care of tuberculosis have 
had their longevity increased. This 
means a reduction in the death rate. 


Favorable Effect of Campaign 


The fact that the tuberculosis death 
rate had begun to decrease before cu- 
rative and preventive campaigns had 
been instituted has led many to believe 
that the tuberculosis campaign has been 





of little avail arid that if left to take 
its own course, tuberculosis would wane. 
The records of England and of Massa- 
chusetts do show a decline in the tu- 
berculosis rate of marked extent even 
in the early fifties of the last century, 
when health departments had hardly be- 
gun to recognize that tuberculosis was 
a public health problem. This fact 
should strengthen rather than weaken 
the evidence of favorable effect of the 
campaign. 

Resistance Is Strengthening 


The fact of the matter is that both in 
England and America reform laws were 
being instituted which serve practically 
the same purpose as the anti-tuberculo- 
sis movement. These laws were legis- 
lation concerning housing and other san- 
itary improvements and reducing the 
hours and conditions of labor. This 
legislation and the present campaign 
emphasize the same thing. The value 
of the increase will be for the individ- 
ual. All that is claimed for the anti- 
tuberculosis work of today is that it 
has increased the resistance to break 
down from tuberculosis disease. 


A. E. Sullivan, an agent in the Chicago 
office of the Chicago National Life, made 
the peculiar record of writing two sets 
of twins in one day last week. Mr. Sulli- 
van wrote the two sets of twins inde~ 





pendently, neither being related, both 
being sold on the same day. 
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gressive organization. 


3401 S. Michigan Ave. 


JUNE 


June, 1923 was the greatest month we have ever 
had. It was nearly 100% greater than last June. 


The Farmers National Life offers an opportunity 
to men to affiliate themselves with a live, pro- 
Our complete line of con- 
tracts and co-operation are the things that make 
our agents successful. 


If you are interested in territory in Michigan, 
Ohio, Illinois, Indiana, Iowa or Missouri, write 


A. O. HUGHES, Agency Director 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


Chicago, Illinois 
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A Remarkable Record of Growth 


Figures from the 3lst Annual Report—1922 


No vacececeaeacencsanenae $318,607,146 


(LAER he IRE: 49,198,255 Interest 

I OE Es cn cnccecsnnadbeanees 4,832,639 Rate for 

EE tee athde is otpcenmeaennedhthenin 38,803. 1922: 

Paid-up Sate ldpiecbabaesaes ouectsatans orhene ‘ 

Pe vccvenepbaceeevnesdeveese 3,21 1 

ED nn one dcccccnesseccesvonesasesecsess 1,348, , & 1 8 % 
ieatenes bbnetuteseeeeedebsede 60,568,499 


New Business 


Exceptional 
Profits to 
Policyholders 


20-PAYMENT LIFE 


‘ Age 35—Premium $35.40 


The dividends shown are those pay- 
able in 1923 on policies issued since 
January Ist, 1906. They are not guar- 
antees nor estimates. 


20-YEAR ENDOWMENT 


En Net En Net 

Year Dividend Cost Year Dividend Cost 
Diendsnantianesenee $ 4.40 $31.00 Dencdidetbadcecnien $ 5.30 $44.20 
Digmsdieliadamaadusd 6.60 28.80 a iinrnnenaeeeduie 8.90 40.60 
i danannnkwneanewed 9.80 25.60 | SE 13.55 35.95 
A eee. 13.35 22.05 avin thie acibaehine-aaisl 18.20 31.30 
Prianetidiescsseucier 14.85 20.55 Wastedsivesucecneue 20.20 29.30 


Openings for Field Men 


Capable, aggressive men will find unusual opportunity for 
success as field representatives of this company. Some 
salaried positions are also open. 


The’ Great-West Life Assurance Co. 


Winnipeg, Canada 


T. MILTON TAYLOR, Manager for Illinois 
140 South Dearborn St. 


715 Marquette Bldg. 


CHICAGO 

















PROVIDENT MUTUAL 


Lire INsuRANCE COMPANY 


OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 


of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 


The policies of the Provident Mutual contain new 
and attractive features, including the recently 
adopted and exceedingly liberal Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 



































aged insurance companies have 

always been regarded as sound in- 
vestments by those familiar with the 
insurance business. But the rank and 
file of the investing public, as a rule, 
is not familiar with this medium for the 
employment of capital funds. 

The chief reason for the lack of a 
popular following in insurance stocks 
is to be found in the close control which 
is usually a feature of most insurance 
companies. Their stocks are held by a 
comparatively small number of investors, 
usually wealthy men who realize the 
tremendous earning capacity of the in- 
surance stock and are loath to part 
with any of their holdings. 


Few Stocks Are Listed 
On New York Exchange 


This condition has been the cause of 
a rather inactive market for insurance 
stocks, resulting in a _ considerable 
spread between the bid and asked prices. 
Ordinarily the supply of stock is small 
and there are usually more buyers than 
sellers. Among the many insurance 
stocks in the hands of the public, only 
four issues are listed on the New York 
Stock Exchange, and these usually find 
their best market away from “the 
board.” 

On account of the somewhat mixed 
sentiment as to the probable trend of 
industrial conditions over the next few 
months, highly conservative gilt-edged 
investments would seem more desirable 
than the speculative types. The sea- 
soned insurance stock offers the com- 


Tse stocks of conservatively man- 








E. J. McCauley of Howe, Quisenberry 
& Co., the well-known financial broker- 
age house of Chicago, has specialized to 
a great extent on insurance stocks. Mr. 
McCauley is a graduate of Princeton 
and a young man of fine attainments. 
His comment on insurance stocks as in- 
vestments will be read with great inter- 
est. 








bination of safety, regularity of income 
and large earning power, and should 
find favor with investors desiring only 
high grade issues. 


Management Is Big Factor 
in Getting At Value 


The most essential element to look 
for in an insurance security, as in prac- 
tically all investments, is the quality 
of good conservative management, with 
a well demonstrated record over a peri- 
od of years. Among the older and bet- 
ter managed companies, striking simi- 
larity is at once noticed, and the various 
qualities which may be said to be pe- 
culiar to insurance stocks may be of 
interest to those who are engaged in 
or familiar with the insurance business. 
Thé profits accumulated by fire in- 
surance companies have often been mis- 
represented. A New York City political 
official recently advanced the proposal 
that the city do its own fire insurance 
business, from the profits of which 
would be realized sufficient funds to 
provide playgrounds, recreation centers 
and other municipal improvements. A 
plan for any city to insure its own build- 
ings would be thoroughly unsound, be- 
cause there would be no diversification 
of risk. Further, insurance is made 
possible only by retaining the profits in 
liquid investments which may be held 
as a safety reserve instantly available 
at all times. To pay out the entire earn- 
ings from any insurance underwriting 
would be highly dangerous. 


Insurance Company Is 
a Banking Institution 


The insurance company is, in effect, 
a banking proposition, an organization 


INSURANCE STOCKS AS INVESTMENTS 


Some Observations as to the Financial Return to Be Expected and the 
Basis of Values of This Form of Security 


BY E. D. MeCAULEY - 
With Howe, Quisenberry & Co, of Chicago 








tion of the risk of one another. Like th 
the greatest liabilities (amount of insur 
ance in force) in proportion 


largest earnings for its stockholders 


of earnings: 
or the operating income, and the in 
come which the company receives from 
its investments. 

The underwriting profit (or loss) is 
the difference between the premiums 
earned and losses and expenses incurred 
for any given period. The premiums 
earned are those sums which have been 
released by the carrying out of the pol: 
cies and represent a release of a cer- 
tain amount from reserve which then 
becomes available for other corporate 
purposes. A reserve which must be 
maintained is fixed by law, and the 


pany are the releases from this fund. 
In some years, of course, the losses 
will exceed the premiums and the com- 
pany will sustain an underwriting loss, 
To provide for this contingency, the 
company retains a substantial surplus, 
to which a portion of the good’ years 
earnings are added. 


Life Insurance Stocks 
Are the Most Profitable 


From many years experience under- 
writers have calculated what may be 
expected as a normal loss ratio, which 
varies according to the nature of the dif- 
ferent classes of insurance. As a class, 
life insurance company stocks are prob- 
ably the most profitable, but there are 
very few companies engaged in this 
form of underwriting whose stocks are 
outstanding with the public to any ex 
tent. A number of life insurance J 
companies are now mutual, in which the 


of the company. § 
The premiums paid to the company J 
are invested in securities and when any 
policyholder sustains a loss, the money 
to meet his claim is obtained from the 
sale of a portion of these investments. 
It is obvious that the company which 
can build up the largest reserve of sut- 
plus premiums over losses, will be the 
most secure and best able to withstand 
any abnormal disaster, such as the 
losses caused by the San Francisco fire | 
among fire companies. 
It is thus apparent that the property 
of insurance companies consists very 
largely of “quick assets” which wil 
earn a return and may be readily cot 
verted into cash without notice. For 
this reason, it is necessary that th 
officers of insurance companies select 


‘their investments with great care, a0 


the investment of the funds of an i 
surance company is usually regulated 
by the law of the state in which th 
company is incorporated. p 
Because of long, careful study J 
losses experienced, the insurance com 
pany can fairly determine what its 10s 
will amount to on the average over! 
period of years. For this reason, th 
income of an insurance company is le 
subject to fluctuation than that of th 
average industrial corporation. A p% 
tion of the earnings of the insuranc 
company is retained as surplus, so thé 
the earning power of the company ™ 
creases year by year, the shares re? 
resenting a correspondingly greater Pr 
portion of the company’s valua\* 
assets. 


Insurance Investments 

Must Be in Liquid Form 

All of an insurance company’s Prem 
erty, with minor exceptions, must 
liquid investments, the nature of tH 
company’s business requiring -— 
which can be turned over instantly. - 
insurance company, therefore, ma} 





by which all of the members bear a por- 








properly take no account of its & 
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bank also, the insurance company with 


to its 
capitalization will ordinarily produce the 


The insurance company has two sources 
the “underwriting profit” 


actual earnings of the insurance com-§ 


policyholders also share in the profits 
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will, and this item fs not included in 
its balance sheet, although one of the 
most valuable assets of the old line 
companies is the established reputation 
which is enjoyed as a result of many 
years of honorable business dealings. It 
is, therefore, possible to say that the 
intrinsic value of an insurance stock 
may be realized much more readily than 
would be the case with shares of stock 
in a company whose property consists 
of a plant suitable for highly special- 
ized purposes only. 

The insurance stock is, therefore, less 
subject to fluctuation than most other 
classes of investments; and the tendency 
over a period of years is upward, as 
already suggested. This type of se- 
curity lends itself particularly well to 
conservative investment, offering the 
element of safety possessed by diversi- 
fied bonds with a somewhat higher re- 
turn and a reasonable assurance of ap- 
preciation in value. 


ONLY CHARTER STATE COUNTS 





Its Ruling Binding in All Other States 
Company May Enter, Modern 
Woodmen Claim 





The insistence on the part of the 
Modern Woodmen that it has a right 
to enforce in all other states its “dis- 
appearance” by-law because the supreme 
court of Illinois, in which state it se- 
cured its charter, has upheld its validity, 
is being strongly challenged in the Ne- 
braska supreme court. 

The Woodmen attorneys deny that 
an insurance contract is controlled by 
the laws of the state in which the last 
act necessary to make it binding has 
been done. They say that when an in- 
surance company enters a state to do 
business it brings its charter with it, 
and also the interpretation of that char- 
ter by the state granting it. This inter- 
pretation will control unless a law of 
the state entered nullifies that part of 
the charter which has been ratified by 
the state granting it. 

Its by-laws require the beneficiaries 
ofa person who has disappeared to keep 
on paying his assessments if they wish 
to collect on his insurance, which is 
made payable at the end of his expect- 
ancy of life, counting from the date of 
disappearance. The seven years rule, 
adopted by the courts in many states, 
would not apply. 


Connecticut Mutual Conventions 


Two sectional meetings of the Con- 
necticut Mutual Life agents will be held 
this year at Yellowstone National Park 
and at Spring Lake, N. J. The agents in 
the territories west of the Mississippi 
will gather at one place, while the agents 
in the territories east of the Mississippi 
will meet in another. The western meet- 
ing in Yellowstone Park will be held 

ug. 27-29, while the eastern meeting 
will be held Sept. 5-7. 

This will be the first time that the 

onvention of Connecticut Mutual agents 
Bs held at Yellowstone National Park. 

€ eastern convention last year was 
+ held at Spring Lake. The programs 
ich are now being arranged will in- 


pec an open forum on various phases 
Df salesmanship. 





People Going to Mexico 


The Northwestern National Life has 
ee to consider applications of 
“ ericans whose business takes them 
quently into Mexico or who spend a 
onsiderable portion of their time there. 
schedules will be used in rating 
_ — The higher one covers 
sel mericans going to Vera Cruz, 
“ tee and the sea coast towns where 
~ p tary and health conditions are 
at 5 e008. A lower schedule will be 
ond y Sess going to northern prov- 
mw Waere the altitude is higher and 
ety conditions better. The 
idee ee National will also con- 
+" igh class Mexicans residing in 
~ nited States whose business inter- 
S takes them frequently in Mexico. 











The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President 


LOUISVILLE, KENTUCKY 
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Siadummeente Spell Safety First 


Many life men are discouraged from 
writing endowment policies because the 
policyholder is exposed so dangerously 
to the twister. As a matter of fact, 
there is a natural market for endowment 
insurance, especially endowments at age 
60 and 65. Long term endowments can 
be sold to young men at a time before 
their marriage, when they have no de- 
pendents, They are attracted to the in- 
vestment feature. A big majority of 
young men can save but a comparatively 
small sum of money, and the market for 
these small sums in ordinary investment 
channels is not attractive. 

While the endowment policy is not 
an investment that brings in large returns 
in comparison with stocks, yet it has 
safety as its greatest charm. In view of 
the millions of dollars that are squandered 
in speculative investments, men’s minds 
are drawn more and more to the safety 
first proposition. However, when an en- 
dowment policy is sold, some twister is 
very sure to discover the holder later on 
and show him that he is paying far more 
than he should for his indemnity. The 
other day, W. W. WILLIAMSON, manager 
of the PHoenix Murua Lire in Chi- 
cago, cited a case where he had sold a 
friend an endowment because the latter 
insisted on it. Mr. Wittiamson told him 
at the very start that he would be making 


a mistake in taking a policy of this kind 
because someone would come along later 
and switch it. The man seemed to be 
fixed in his mind, however, and insisted 
on an income endowment. Mr. WILLIAM- 
SON wrote the policy. After four years 
he received a notice that the holder de- 
sired to cash the policy. Mr. WiILLIAM- 
SON went to call on the policyholder and 
asked him at once how much new insur- 
ance he had taken with the other fellow. 
He then recalled the conversation that he 
had had when he wrote the endowment, 
showed the assured how he had a good 
contract if it had been let alone. Mr. 
WILLIAMSON said that if people could 
be unmolested after they buy their en- 
dowments, there would be no trouble. 
If later on they desire more insurance, 
the policies could be converted into lower 
priced insurance in the same company. In 
view of the heavy losses from ‘operations 
of bucket shops, many people would be 
attracted to some absolutely secure in- 
vestments even if the returns were not so 
large. Endowment insurance in the minds 
of many life insurance men has a place 
in the salesman’s kit. The money spent 
for an endowment policy would probably 
otherwise be squandered. Used for the 
annual premium to pay for an endowment 
policy, it is thus saved and thrift is en- 
gendered. 


New Tendency in Florida 


As A side-light on life insurance and 
inheritance taxes it is interesting to note 
that the state of Florida has adopted as 
its policy that it will not now nor in 
the future pass a state inheritance tax 
law. This is a new angle in the in- 
heritance tax situation. The policy of 
course is desimned to bring to Florida 
wealthy residents of other states, to 
make their permanent homes there, and 
many of these residents will be old or 
in poor health, which is the reason for 
their wishing to live in Florida. Nat- 
urally, it is designed to bring men of 
wealth to Florida, not only that they 
may be induced to invest their money 
in the development of the state but that 
they will pay taxes on their property to 
the state. In other words, the state 
will get the tax during their lifetime 
instead of at their death. 

The adoption of this policy only 
shows what a pressure the inheritance 
tax system is putting on men of large 
wealth. Some of them no doubt are 
willing to move to another country and 
give up their citizenship in order to 
escape it. Florida enters into competi- 
tion with these foreign countries and 


will get a certain number of citizens to 
see the advantage of passing the re- 
mainder of their days in a sunny clime 
and at the same time saving to their 
estates the state inheritance tax on their 
fortunes. 

This is akin to the divorce legislation 
in the free divorce laws of Utah, which 
attract those wishing to sever marital 
bonds to Reno. We shall have a new 
situation if states are to compete 
among one another-for wealthy residents 
by eliminating the inheritance tax. 

For a different reason North Dakota, 
in the northern extreme of the country 
from Florida does not impose an in- 
heritance tax on “intangible invest- 
ments in any non-resident estate in 
which decedent died on or after July 1, 
1921.” In other words, to induce in- 
vestments in the state, North Dakota 
does not impose the usual inheritance 
tax on non-residents. 


Success is a matter of habit. The only 
difference between failure and success is 
that one accepts and the other keeps on. 


A BROKEN promise can be repaired but it 
can never be made as good as new. 








Darby A. Day, Chicago manager of 
the Mutual Life of New York, returned 
to Chicago last week after making an 
extensive motor trip through the west 
with his son, Darby, Jr. Mr. Day at 
once took charge of the arrangements 
for the annual meeting of the National 
Association of Life Underwriters to be 
held in Chicago, Sept. 5-7. Mr. Day is 
president of the Chicago Association of 
Life Underwriters, and as such will be 
in general charge of all plans that ate 
to be worked out by the life insurance 
men of Chicago for the meeting. Mr. 
Day returned to Chicago considerably 
rested, and has pitched into the task of 
arranging for the big meeting in Sep- 
tember with great vigor. 

While Mr. Day was on his vacation, 
a number of his friends commenced to 
boom him for the presidency of the Na- 
tional association. Mr. Day announces 
positively that he will not be a candi- 
date. During the past year he has en- 
gaged in a great deal of organization 
work outside of the life insurance busi- 
ness, being active in many directions. 
Mr. Day is serving his second term as 
president of the Chicago association, and 
when that is completed wants to give up 
organization work for a time. Mr. Day 
is developing an exceptionally large 
business in Chicago. His agency will 
write between $36,000,000 and $40,000,- 
000 of business this year. He feels that 
he could not at this time enter the race 
for the presidency of the National as- 
sociation. 

Mrs. Fred Pleasants, the first woman 
ever to be licensed as an insurance bro- 
ker in Virginia, took out her broker’s 
license last week, a new rule of Com- 
missioner Button requiring all those 
brokering business to obtain such a li- 
cense at a cost of $100 a year. She has 
been connected with the Travelers 
branch office in Richmond for several 
years in the capacity of a special repre- 
sentative. She entered upon this work 
following the death of her husband, who 
held a similar position with the Travel- 
ers. Previously, Mr. Pleasants was for 
a long time general agent at Richmond 
for the National Life of Vermont. She 
has the reputation of being a consistent 
producer, despite the fact that she has 
to devote part of her time to domestic 
duties at home. Before she entered upon 
a business career, Mrs. Pleasants was 
prominent and active in social circles, 
being rated as a society leader. 

At the meeting of the Exccutive 
Council of the Life Underwriters’ As- 
sociation of Canada, J. H. Castle Gra- 
ham tendered his resignation as general 
secretary of the Life Underwriters’ As- 
sociation of Canada, and editor of the 
Life Underwriters’ News. The resigna- 
tion was very reluctantly accepted by 
the executive council. 

Mr. Graham was the first general sec- 
retary of the Life Underwriters’ Asso- 
ciation. He received his appointment 
in May, 1915. At that time the asso- 
ciation had a membership of 23 locals 
with 800 members. Under his guidance 
there are now 44 locals with 2,000 mem- 
bers. 

An announcement of 
shortly expected regarding Mr. 
ham’s future. 


interest is 
Gra- 


“The financial affairs of Europe are 
in as great a jumble as its political af- 
fairs,” said Elmer B. Stephenson, presi- 
dent of the Security Mutual Life of Lin- 
coln, Neb., who recently returned from 
a 30-day trip. Mr. Stephenson, who is 
also president of the City National Bank 
at Lincoln, was a member of a bankers’ 
special, made up of members of the 
American Bankers’ Association, who 
made a trip to Paris and London to 
gain first-hand information of the finan- 
cial situation there. 

“If the men who are agitating for dif- 
ferent conditions in America were to 
see what agitation, destruction of the 





exchange value of currency and general 
unrest has done for France, they would 
hesitate about proceeding on their pro- 
gram here,” he said. “Nowhere in 
America can be duplicated the poverty, 
idleness and lack of business that js 
everywhere manifest in France, and 
also in England in a smaller measure, 
I came home less of an advocate of the 
league of nations than ever.’ 


The M. W. Mack Agency of the 
Northwestern Mutual Life at Cincin. 
nati, O., won for the second time the 
“President’ s Cup.” This cup is given to 
the agency which has the best com. 
bined record on lapses, the ratio of new 
business on old policyholders and the 
ratio of new business per capita. In 
this respect the Cincinnati agency made 
a record of 391 points out of a possible 
400 points. The agency winning the 
cup three times becomes the permanent 
owner. 

Luther B. Little, publicity manager 
for the Metropolitan Life, says tha 
Governor J. A. O. Preus of Minnesota 
has not been offered a position with the 
company at an annual salary of $25; 
000. He said that no arrangement was 
contemplated, and no position had been 
offered. 

Friends of Thomas H. Bowles, 6%, 
formerly prominent in Milwaukee in- 
surance circles have learned of 
death at his home in White Plains, \. 
Y. Mr. Bowles was general agent for 


Mutual Life of New York in Wiscon- 7 


sin and upper Michigan from 1892 to) 
1903. He came to Milwaukee from New} 

Orleans, La., on the spectal appointment | 

of the president of Mutual Life, and 

was entrusted with the task of open 

ing this territory for the company. He 

was successful in this and had built 

up a large business before leaving 

Milwaukee in 1903 to accept a po 

sition with the Baltimore Trust Co. 


Oscar C. Durand, manager of the 7 


New Orleans branch of the Missouri 


State Life, was found dead in his berth z 


on a Southern Pacific train when it a 
rived at Los Angeles. His death re § 
sulted from natural causes, it was said 
He had been attending the company’s] 
convention at San Francisco. Manage 
W. H. Porter of the Los Ange les branch 


placed himself at the service of Mrs 
Durand and her son, who had accom 
panied Mr. Durand on the trip. ¢ 


funeral was held at St. Martinsville, La 


Former United States Senator W. P. 
Dillingham of Vermont, who died th 
middle of the month, was a director 
the National Life of Vermont. He be 
came a director in 1892, succeeding his 
father, who had been a director sintt 
organization. His son, Paul Dillingham 
is assistant treasurer =e the National. 


John D. Huff, a new agent in the 
West 25th street branch of the Nef 
York Life in Cleveland, has shown wht 
can be accomplished during these 
prosperous times by any man who * 
not afraid of work. The first six da 
of July Mr. Huff wrote $92,000, sprea 
over about 40 policies. This was * 
complished among farmers in the cou™ 
try around Cleveland. 

He has been with the New York Litt 
only about four months, but had pt 
vious insurance experience in anothe 
company. If he keeps up his presen 
pace Mr. Huff expects to make im 
$200,000 Club by January, with half th 
club year still to go. 

KEEP ON KEEPING ON 
One step won’t take you very far, 

You have to keep on walking. 
One word won't tell who you are, 

You have to keep on talking. 


One canvass won’t tell them all, 
You have to keep on going. 

One app won’t cover them all, 
You have to keep on sowing. 


Ted Anthony, Iow* 
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RS NEW BUILDING BOUGHT 
SECURITY LIFE INSURANCE CO. OF AMERICA 

ind general ’ 
gn Ay a Buys the Fairbanks Home and Will Use pos oe owing be hh sas JUNE 30, 1923 % . 5 ; $45,500,000 
owhere in It for Home Office—Large ITTE : : . : ° ° ° 5,137,208 
he paves Lot Acquired SURPLUS PROTECTION TO POLICYHOLDERS ‘ ‘ 422,185 
a 
ae Sat 5 PAID TO POLICYHOLDERS SINCE ORGANIZATION. 4,065,756 
Age The Indianapolis Life has made a con- Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
” tract with the heirs of the late Charles 

Warren Fairbanks, former vice-presi- Address : ’ . 
icy of them dent of the United States, for the pur- Ss. W. Goss, Vice-President. 
at Cincin/ chase of the Fairbanks home in In- 
d time the dianapolis at the southwest corner of 
is given to — 4 —- eee. pte 
best com- will be used by the Indianapolis Life as 
tio of a home office and it is expected that it 
gh! ‘- will be ready for their occupancy about THE STATE OF MICHIGAN 
capita. In oe — ol —. home _ ac- 

d quired a large lot with a frontage of 287 } ? ba . 
peaey meh Ser,“ Uedition cerest ond Sas fect on A direct General Agent s Contract for definite territory 
inning the§™ Thirtieth street. in the State of Michigan is ready for the right man. 
permanent Property Well Located Address 

The structure is of steel, stone and 
y manager or ag ~ pred vorygener! Gooushont. ERNEST C. MILAIR, Vice-President and Secretary 
ad . including the basement and attic. e ° . 
a arrangement of rooms and space is such George Washington Life Insurance Company 
: that the officers of the company say RLES 
- per ge that they could move into it strictly as |] HARRISON B. SMITH, President CHA TON WEST VIRGINIA 
ry 7 it stands, without alterations, and make 


rement was sae . S, @ 
n had been a very practical office building of it 


with sufficient space for expansion for 
many years to come. The property is 
Bowles, 6, located in the choicest residence dis- 


—— his trict and the zoning commission made 
“PI ‘ns x concessions in permitting the transfer 
, an . ios WE {or life company home office purposes on 
mt vs the condition that the outward appear- 
mm a ® ance of the building not be changed and 
+." 1 N ? the present attractive landscaping of the 
b rom ae surrounding lawns be continued. 
ppointment 
| Life, and Many Rooms in Building 
k of open The structure embodies a modernized 
mpany. He version of Italian renaissance architec- 
1 had built ture. Twelve of the 20 rooms are on 
sre leaving the second floor and eight on the 
cept a pe ground floor, A large library, where 
rust Co, former Vice-President Fairbanks spent 

: many hours in reading and entertain- 
ger of the ing his friends, is one of the first floor 
1e Missouri features. A large center hall, 12 feet 
in his berth @ wide and extending back 75 feet to the 
when it a @ rear of the house, is another feature. 
s death re The officers desired for some time 
it was said to acquire a suitable home office and 
. company’s had even purchased a lot on Meridian 
>. Manager street at Tenth street Tor this purpose. 
geles branch This will now be sold and, because of 
ice of Mrs increases in values, will bring a good 
had a margin of profit over the purchase price. 

trip. ¢ ————_ 

insville, La Penn Mutual’s New Booklet 

w.P “Life Insurance Terms,” a booklet of 
nator 4 the 18 large pages, was issued last week by 
ho died the the Penn Mutual Life, in line with its 


-e of . : Bes: : - 
-—7" policy of modernizing all of its litera- 
nit. ture. The author is Stewart Ander- 


ceeding, hs son, head of the company’s field service 
rector es bureau. “This booklet,” he says in the 
Diee™ foreword, “contains the definitions of a 
National. tew life insurance terms. Some of them 

the you may encounter in your insurance 
gent . reading or in your interviews. All of 
»f the “ them should be understood, so that er- 
shown be Tors of understanding or of statement 
uring te may be avoided.” The brochure is 


a tho 8 , . : ~ ° 
man wh “ written in a succinct and authoritative 
rst six day Style. 






2.000, spreat hea ah 
pi ae co Loder Sets High Record 
- ‘ we the month just ended the Phila- 
w York Lit reiphia agency of the Provident Mutual 
ut had pit ite rolled up the largest total of busi- 
in anothe —~y for any July in its history—about 
his preset poll al cent above the figure for July, 
> make ¢ ==, It was announced by Paul Loder, 
vith half th “er 
Mr. Loder was asked what was re- 
sponsible for the gain. “Plain hard 
G ON —_ he Said, “persistent effort for 
ry far, Pere usiness. I had looked for a slight 
viking. > — in business, on account of 
ou are, in a usion accompanying the mov- 
ing. a this agency from the home office 
en cupied Separate building which we oc- | 
= a July 2. But the influence of the 
<4 of eaters so strengthened the morale 
nag this men that they easily overcame 














‘Totaland Permanent Disability 


A RAPIDLY INCREASING AND A GRAVE PERIL 


It is increasing because we are all becoming specialists and are losing our 
earlier economic independence. It is increasing too because of the 
strenuous nature of modern life. It is grave because 
our defense against it is limited. 














NDER the existing social program, our indi- CIVILIZATION IS AN INCREASING AND A 

vidual and family necessities are covered through VERY GRAVE PERIL. ITS CONSEQUENCES 

that universal medium of exchange called ARE SOMETIMES MORE SERIOUS THAN 
MONEY. This is a relatively new program. THOSE THAT FOLLOW DEATH ITSELF. 

Some of our grandmothers knew how to spin, to There is only one sure protection against this peril, 
knit and to weave; some of our grandfathers raised where the bread-winner’s strength and productive 
flax and wool, tanned leather, made their own foot- ability represent the capital of the family. That pro- 
gear, and built their own houses. Under such condi- tection is Life Insurance. If the bread-winner dies 
tions little money was used or needed. Each family roperly insured the policy produces an income, 
then produced and manufactured a large proportion UT under our present contracts, issued to Class 
of the necessaries of life. A few do that still Down A Risks only and for limited amounts, IF THE 
in the mountains of Kentucky the women still know BREAD-WINNER HIMSELF BECOMES A BUR- 
how to spin and weave. If under such circumstances DEN through total and permanent disability before 
people have less, they are more independent than age 60, the policy also covers that: it yields an im- 
those in richer communities, and they are less affected mediate income of Ten Dollars monthly for each 
by the ups and downs of business and by personal $1,000 of insurance carried, with no further pre- 
misfortunes. They live their lives less in terms of miums to pay. 
money and more in terms of food, clothing and If the disability is, as a matter of fact, finally over- 
housing. come, the policy, with no lien against it because of 
Our people as a whole have for a century and a_ disability payments, has every value and right that 

half been growing away from that independent, self- it would have had, at that time, if the disability had 
supporting family life. The division of labor has not occurred, if all premiums had been paid, and if 
been going steadily on until most of us do but one no money had been borrowed on it. It may now be 
thing. We produce values of some kind, turn them continued in full force by the payment of premiums 
into money, and with that money buy from others as before. 


what we need. We manage our lives in terms of If the disability is not overcome, the full face of 
money. the policy will be paid at maturity. 
Few people in those early days were ever “out of Disability Benefits are as epochal in Life Insurance 


work.” These words had no terror for them; but to as Non-Forfeiture was when the New York Life (first 
be “out of work” now for a few months means trou- of all the Old-Line Companies) adopted it sixty-three 
ble for most of us and want for some. As we now years ago; they meet industrial and social necessities: 
live, an assured income is the great necessity. Since THEY PROTECT THE INSURANT. 
we must pay for most of the things we use—because Beyond the benefits of loan and cash values, a 
they are produced by others—an income from some _ strengthened credit and the moral consciousness of 
source is the only thing that stands between many duty done, a policy of Life Insurance has not hitherto 
of us (and our dependents) and actual want. protected the insurant. The great purpose of the 
While we are young and strong we can manage policy was to protect someone else after the insurant 
the income. But how shall we protect our depend- was dead. TOTAL AND PERMANENT DIS- 
ents AND OURSELVES in case we are totally and ABILITY IS LIVING DEATH. The policy covers 
permanently disabled? that and protects the insurant as well as the family. 
THE TOTAL AND PERMANENT DISABIL- Ask a NEW YORK LIFE agent to show you a 
ITY OF THE BREAD-WINNER UNDER OUR _ sample policy. 








NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 

















temporary disadvantage.” 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















A Distinguishing Trait 


Mutuality, The Good of the Whole 
Applied to the Affairs of Each Mem- 
ber, has been a distinguishing trait 
for 78 years with this Institution 
organized in 1845. 













The 
Mutual Benefit Life Insurance Co. 


OF NEWARK, N. J. 





























@ To men who are Workers—men who 
have the Impulse to Suceed, not merely a 
feeble Wish for success—to a few high-grade 
men, we offer the opportuntity to connect 
with a life company whose executives were 
once themselves life insurance salesmen. 
It is the policy of these executives to co- 
operate with their men. 


Not to know about 
our Square-Deal Con- 
tract is denying your- 
self information sent 
for the asking. 





Home Office, Madison, Wis. 
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Agency Manager Equitable 


UCH has been written both from 
M the angle of the insurance inter- 

ests on one side and the manu- 
facturer, distributor and banker on the 
other. Inasmuch as the subject is of 
such widespread interest and of such 
tremendous value and importance to the 
public at large, and as there is sweeping 
over the country today a campaign of 
education and publicity, may I presume 
to attempt to present the simple funda- 
mentals—and at the same time show by 
the unmistakable signs of activity in 
many directions the trend of public opin- 
ion as to its value and far-reaching pos- 
sibilities. 

Banks Now Requiring Information 


All the federal reserve banks, with the 
exception of one, feature life insurance 
in their financial statement blanks. 

Banking institutions all over the 
United States require information con- 
cerning life insurance carried by their 
borrowers. 

The financial statement forms of va- 
rious clearing house associations refer 
to “amount of insurance carried.” 

Bradstreet’s Mercantile Agency has re- 
cently revised its statement in the 
classification of insurance to include, 
“Individual life insurance payable to 
business, assigned to ......... 

The R. G. Dun Reporting Agency, at 
an executive meeting recently held, has 
decided to revise its corporation, copart- 
nership and firm financial statement 
blanks to include “Life insurance pay- 
able to business.” 

The National Association of Credit 
Men has a property statement form, 
which it has adopted and recommends 
and which it has distributed in large 
numbers (approximately 500,000) to its 
local associations, which features life 
insurance—“Amount of life insurance for 
benefit of business, and with what com- 
panies.” 


Life Insurance Information 


More than 275,000 of the applicants to 
the government farm loan bureau were 
questioned about life insurance carried. 

The condensed financial statement 
adopted by the American Bankers Asso- 
ciation, and now being used by more 
than 1,000 of its member banks, refers 
to “Life insurance in favor of com- 
pany.” 

The American Institute of Account- 
ants endorses and recommends the con- 
densed form of the American Bankers 
Association. 

The advertisements of banks and trust 
companies appearing in the daily press 
featuring life insurance are becoming 
more noticeable all the time, and are 
significant of the trend of public thought 
in this direction. Financial journals, 
trade and credit organs are from time to 
time carrying able articles on the value 
of the use and extension of life insurance 
for credits. 


Banks Recommend Life Insurance 


There is on the press at this moment 
a pamphlet being issued by an old im- 
portant middle west national bank en- 
titled, “Why This Bank Recommends 
Life Insurance.” 

One of the leading publications had to 
publish with an issue a supplement to 
carry the replies received from “big 
business” in its unanimous and favor- 
able attitude toward life insurance as re- 
lated to thrift, and the foresight in the 
granting of credit. 

Would that I could tabulate here these 
opinions of giants of finance, past mas- 
ters of credits and industrial builders of 
national fame who, with an unanimity of 
opinion that is more than significant, not 
alone endorse life insurance as a stabil- 
izer of credits, but recommend a more 
thorough understanding of its funda- 
mental and underlying features. 
Business insurance is rapidly coming 


MANY USES OF LIFE INSURANCE 


How Financial and Business Concerns Are Employing It to Safeguard 
Their Interests Along Many Lines 


BY ALFRED HOLZMAN 














Life of New York at Chicago 


to the front as a recognized economic 
factor in modern business conservation. 
Business success is the happy result oj 
a proper mixture of capital and brains. 
Capital alone cannot produce it. Some- 
where the proper amount of brains must 
be added. Every successful business is 
so because of the personality, energy 
and ability—the brains—of some one 
man or group of men whose death during 
its early history would have meant dis- 
aster and whose loss even to the estab- 
lished concern beyond the formative 
period, cannot but cripple, at least fora 
time, its efficiency and earning power. 
The death of men closely identified 
with a business cannot but result ina 
shock to organization, to financial credit, 
to business-getting ability and to ef. 
ficient operation, and mean finally a dis. 
tinct pecuniary loss. Therefore, you 
must agree that it is the part of wisdom 
and prudence for every business concern 
to carry protection on the lives of the 
men vital to it, and so provide a fund 
which in the event of a fatality will tide 
over the reorganization period, or if 
necessary, make liquidation possible. 


It Applies to You 


Suppose it is the man who, with his 
business or executive ability, is shap- 
ing the policy, and whose tact and 
diplomacy are keeping the organization 
harmonious and efficient. Are you safe. 
guarded against the inevitable shock 
which will follow his death? 

Suppose it is your financial man who, 
by his relation and acquaintance with 
banks and bankers, is able to provide the 


necessary funds, and to build up and 
maintain credit. Will his loss affect your 
credit? 


Suppose that it is your sales manager, 
with an unusual gift for handling men 


and getting results and a wide acquaint- | 


ance with the trade. 
suffer? 

Suppose he is your buyer, with an un- 
usual knowledge of market conditions. 


Won't your sales 



















Can you immediately fill his place with- J 


out financial loss? 
Loss of Mechanical Geninus 


Suppose it is your mechanical genius, | 


whose practical knowledge is creating 
the output and keeping it ahead of com- 
petitors, and who is responsible for eco- 
nomical production. In his loss, 
wouldn’t you suffer a distinct money 
loss? 

Suppose that it is your foreman oF 
head of a department who is able in a 
peculiar way to inspire team work 
among his subordinates and procure sat- 
isfactory results economically. Are you 
sure that you can quickly fill his place 
without money loss? 

Suppose that it is an employe $0 
highly specialized that it would be im 
possible to adequately fill his place. 
Won't his loss affect your business? 


Loss to the Organization 


Viewed from any standpoint, the 1oss 
of a live man means that your organiz 
machine must be thrown out of geaf, 
with consequent worry and actual 
monetary loss. 

Suppose your partner dies at a critical 
period in your firm's affairs. W. ouldn't 
hard cash in lieu of his co-operation and 
advice prove a help 

Suppose he was a owner of the cot 
trolling interest, and his executors 
ignorant of your business, should = 
unreasonable. Wouldn’t additional cas 
be of value? 

Suppose that it is put up to you : 
the surviving partner, to buy oF sel 
Wouldn’t available cash be most accePt 
able? ial 
Suppose that we have another ere 
panic such as that of 1907. Woul m 
a substantial sum of cash available ° 
demand prove of great value? debt 

Suppose you have in your firm a 
as a silent partner. As a rule he is 














ist 2, 1923 





August 2, 1923 








LIFE INSURANCE EDITION 








15 











‘eguard 


economic 
nservation, 
y result oj 
und brains, 
it. Some. 
rains must 
business is 
ty, energy 
some one 
sath during 
meant dis. 
the estab- 
formative 
least fora 
g power. 
r identified 
result ina 
icial credit, 
ind to ef- 
nally a dis- 
efore, you 
of wisdom 
‘SS Concern 
ves of the 
ide a fund 
ty will tide 
iod, or if 
ossible. 


», with his 
» is shap- 
tact and 
‘ganization 
e you safe. 
ble shock 


man who, 
tance with 
orovide the 
ld up and 
affect your 


$ manager, 
dling men 
2 acquaint- 
your sales 


vith an un- 
conditions. 
place with- 


inus 


cal genius, 
is creating 
ad of com- 
le for eco- 
his loss, 
ict money 

















concerned as to the management of your 
affairs, but let death intervene and this 
passiveness may change to the most 
annoying activity. 

Are These Reasons Applicable? 


You realize that it is good business to 
carry fire insurance to compensate for 
the loss of physical property; therefore, 
if you carefully consider the matter, you 
must agree that it is better business to 
carry corporation or partnership insur- 
ance to compensate, in some degree, for 
the loss of the master minds which made 
possible and keeps efficient that physical 
property. Life insurance as an economic 
necessity covers not only the field of 
home preservation, but is also an essen- 
tial part in the protection of the busi- 
ness organization of the present day, 
as evidenced by the millions of dollars 
of insurance now carried by firms and 
corporations. 

Consider this matter seriously and 
honestly. Do any of the following rea- 
sons for the application of this modern 
safeguard apply in your case or prove 
of suggestive value? 

Reasons for Safeguards 


First: To tide over the shock follow- 
ing the death of some man vital to the 
business, and to compensate for the 
additional expense of finding, installing 
and training his successor. 

The life work of a good manager can 
sometimes be undone in a few weeks 
by an incompetent successor. A con- 
dition of prosperity and efficiency may 
change to one of disaster and disorgan- 
ization in a short period, and a sum of 
money received from insurance would 
minimize the consequent loss under such 
conditions. Because of the experience 
and familiarity with the business, one 
manager can conduct it on a much 
smaller working capital than could a 
successor; money from insurance will 
supply the increased capital. Many 
concerns are carrying insurance on 
their entire organization, including valu- 
able and expert employes, realizing that 


ity of the business concern involved. 


Credit Is Protectea 


Second: To safeguard the credit of a 
concern. 

Although a company’s credit may be 
firmly established, the knowledge that 
corporation or partnership insurance is 
carried cannot be but an added strength. 
Possible credit will know that the busi- 
ness has been protected against the one 





contingency which could severely cripple 
it. Should such a fatality occur in a 
time like 1907 when credits were 
strained and the relations between as- 
sets and liabilities took on such abnor- 
mal ratios, you can easily see the value 
of such protection. Bradstreet’s reports 
that 29.3 percent of the failures of 1921 
were caused by a lack of capital. Credit 
is so easily hurt that every safeguard 
should be put around it. 








SALESMAN IS A BUILDER OF FAITH 








EORGE W. Stone, president of 
? the George W. Stone Company, 

Cleveland, O., in his address be- 
fore the International Association of 
Specialty Salesmen in Chicago, stressed 
the necessity of salesman having a 
thorough knowledge of his goods and 
himself. A salesman is a builder of 
faith. In order to instill in the people 
this sense of faith, he must be truthful. 
The basis of truth is knowledge. This 
knowledge should consist of a realiza- 
tion of the customs, ideas and products 
of the company for which he is selling. 
The subject of Mr. Stone’s address was 
“How to handle the fellow with a 
grouch.” 
Two Types of Grouches 


Grouches are of two types. The first 
is the chronic grouch. He is really not 
a grouch, but is an insane person. He 
is not normal, and is out of step with 
everything. The salesman cannot do 
anything with this kind of a grouch. 
The only thing that can be done with 
him is to incarcerate him. However, the 
man who is temporarily grouchy de- 
serves special attention. Perhaps he 
has had some reverse or has had his 
fur rubbed the wrong way. The sales- 
man approaches him and this man re- 
pels him. A man who assumes this air 
of grouchiness is really complimenting 
which he has to put on in order to 





each man is a factor in the earning abil- 








protect himself. It is an admission that 


the salesman is stronger than he is. 
The salesman must now proceed to 
put this man in the right mental atti- 
tude. A man who is any sort of a stu- 
dent of character can easily do this. 
In the majority of cases this man can 
be sold, and is in reality the easiest per- 
son to sell after this armor has been 
broken down. 


Executive of Highest Type 


Mr. Stone said that selling is a noble 
profession. The idea that a salesman 
holds an inferior position is false. He is 
really an executive of the highest type. 
He must know how to manage himself. 
In writing out his day’s program he is 
doing executive work. The salesman is 
responsible for the growth of the coun- 
try. 

Perseverance is one of the greatest 
qualities which a salesman must pos- 
sess. Mr. Stone is in the bond business. 
He said that he never permitted any 
of his salesmen to say there is no mar- 
ket for bonds. In fact, where generally 
there seems to be no market for bonds 
more bonds are sold, because the 
agents have to work harder and are on 
their toes all the time. If people should 
come up and ask for bonds, salesman 
would go stale, and it would be found 
that business would drop off. 

_ The law of averages applies in the sell- 
ing business pretty generally. A bad day 


a good week. The salesman should feel 
elated if he has had a bad week because 
he is practically assured of a good 
week following. A prospect should be 
sold during the first interview if at all 
possible. It is human nature to pro- 
crastinate. If a man tells you that he 
will buy your product a week from now 
and you let it stand that way, he is lost 
for you. Perhaps it will press him to 
buy this bond at the present time, but 
a salesman can urge him to do so with 
the full assurance that he is benefiting 


Entered New States 
The Western National Life of Chey- 
enne, Wyoming, has entered Arkansas 
and Texas. 
Stevenson on Coast 
John A. Stevenson, second vice-presi- 
dent of the Equitable of New York, has 
been in San Francisco establishing a 
new Equitable training system. It is 
expected that he will go direct from 
San Francisco to the home office. 


Equitable’s Correct Figures 

The Equitable of Iowa reports new 
business during the first six months of 
this year of over $30,000,000 instead of 
$20,000,000, as was reported. The com- 
pany shows an increase of more than 
50 percent over the new business the 
first six months of 1922. 


Detroit Life Building 


The Detroit Life management will 
have the formal opening of its home 
office building at 2210 Park avenue, De- 
troit, about 10 o’clock in the morning 
and until 9 o’clock in the evening 
Aug. 7. 


Has Its Own “World Series” 


The Phoenix Mutual is conducting a 
contest for its representatives during the 
months of July, August and September 
which the company hopes will be pro- 
ductive of some good business. he 








usually follows a good day; a bad week 
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BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets 


Lincoln, Nebraska 


$22,600,000.00 









Lincoln, Nebr. 


Gentlemen : 





at age thirty-one. 


the day the policies matured. 







Bankers Life Insurance Company, 


Kansas City, Mo., July 16, 1923. 


I wish to acknowledge receipt of your check for $1,710.00 handed me today 
by Mr. W. O. Miller, your General Agent, being the surplus accumulations on 
my two policies issued on the Twenty Payment Life plan for $2,500.00 each 


I paid your company in premiums $3,110.00—this settlement gives me a paid 
Up participating policy for $5,000.00 that only cost me $1,400.00 on which I will 
receive annual dividends as long as I live and at my death the face of my policies 
will be paid to my estate or to whom I may designate. 
I wish to thank you very much for the prompt and courteous settlement on 


Very truly yours, 


HARVEY U. DIVELBISS. 


TWENTY PAYMENT LIFE POLICY 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 





Name of insured. 
Residence... . 
Amount of policie 












If interested, consult one of our agents or write Old Line Bankers Life Inswrance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


s. 
Total premiums paid.............. 3,110.00 


SETTLEMENT 


Total cash paid Mr. Divelbiss.....$1,710.00 | 
And a Paid Up Participating Policy for 
$5,000.00 


.........H. U. Divelbiss 
.....-Kansas City, Mo. 
re 
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graphical sections, and the company has 





given each section a baseball appella- 





This Banner is now flying in Four States! 

















Carl G. Winter 


President Charles W. Folz 


tary 


Do You Want to Work 
In Detroit? 


In this big, bustling metropolis the Banner of the Public 
Savings Insurance Company is marching toward the front 


Complete ranks. If you have the right proportion of the things that 


line make a good, live insurance salesman, you can make your 
- ms mark in this city with one of the fastest growing life insur- 
olicwes : ; ; 
: Ss e 
Industrial ance companies 1n our entire country 
and 


Ordinary Now In Four States 


How about locating in the Ohio cities of Toledo, Dayton, 


i “ = . vy Springfield and Middletown? There are attractive oppor- 
1 day tunities for a few men of the right sort. 
to 05 years We are well known in our home state, Indiana, and they 


are also hearing about us in Kentucky. 


If you are interested in locating in any of these sections, 
and have the brains and courage that make for rapid devel- 
opments, get in touch immediately with 


W. SCOTT DEMING 
Second Vice President and Agency Manager 


Public Savings Insurance Co. 
Public Savings Building Indianapolis 














tion. Thus the empire states are called 
the “Giants”; the New England states, 
the “Yankees”; the Southern and At- 
lantic states, the ‘ ‘Athletics”; the North. 
ern Central States, the “Indians” ; the 
Middle West states, the “White Sox”; 
and the several agencies west of the 
Mississippi, the “Coast Leaguers”. 

For July the Phoenix Mutual ar- 
ranged individual opponents for each of 
these teams. In August the two high- 
est teams for July will oppose each 
other, the third and fourth teams will 
be opponents, and the tail enders will 
try conclusions. In September the op- 
ponents will be chosen on the basis of 
the August results, 





Midland Mutual Leaders 


Sixty members of the Leader Club 
of the Midland Mutual Life of Col- 
umbus, O., are preparing for a cruise 
to Duluth and other points on the Great 
Lakes. They will leave Cleveland on 
the steamship Tionesta, Aug. 11. Sun- 
day morning will be spent in Detroit. 
Stopovers will also be made at Mack. 
inac Island, Houghton and Sault Ste. 
Marie. The party will be in Duluth, 
Aug. 15. O. C. Norton, general man- 
ager for Toledo, was the largest per- 
sonal producer in the Leader Club last 
year, and is therefore president for the 
ensuing year. S, B. Garwood of Col- 
umbus is the second largest producer, 
and is therefore vice-president. W. T. 
Trump of Dayton is the third largest 
producer and is secretary. Geo. W. 
Steinman, secretary; Dr. Frank Harn- 
den, associate medical director, and J. 

Hawkins, manager of agencies, to- 
gether with their families, will accom- 
pany the party. 





Chicago Office for De Puy 


William H. Maas, associate editor of J 
the “Mid-Continent Banker” of St 
Louis, has been promoted to manager 
of the Chicago editorial and business 
office of the De Puy publications, ac- 
cording to an announcement made by 
Clifford De Puy, president of the or- 
ganization. The publications include the 7 
“Mid-Continent Banker” of St. Louis, 
“Northwestern Banker” and “Under-§ 
writers’ Review” of Des Moines, the 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained 
through a permanent connection. The companies that stay are the companies that pay 
the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J.H. Leffler, Acting President John W. Dragoo, Secre Harry H. Orr, G 
MUNCIE, IND DIANA 





“Trans-Mississippi Banker” and “Insur- j 
ance Magazine” of Kansas City, Mo§ - 
Maas formerly was a St. Louis news : 
paper reporter. : 
. 2 

Life Notes 2 

The salesmen and clerks of the offices 2 
of the Metropolitan Life in Manchestel 2 
and Concord, N. H., to the number of 2 
about 75, held their annual summer out 
ing at The Weirs and Laconia, N. H., te 9 3 
past week. There were sports, bathing | 3 
and a shore dinner with sails abou 3 
Lake Winnepesaukee. 

Cc. E. Patterson, one of the leading 3 
members of the Los Angeles agency # 3 
the Equitable of Iowa, has been com 3 
missioned first lieutenant in the_ Call 
fornia National Guard, and left July! x 
for two weeks duty at the training ca™ Ky 
at Salinas, Lieut, Patterson's record of 38 
service in the great war influenced th 


awarding of his commission. 
Publication of “Fidelity Policyholde” 
Was resumed this month by the Fidelit! 





Mutual Life, having been discontinue 
during the ‘World War for reasons of Ce 
economy. This little magazine contail 
human interest stories and life inset 
ance lessons and is issued in ate dite 





“Fidelity Field Man.” Both are edit 
by «Miss E. Ullrich, assisted by Prot. 














John Dennis Mahoney. 











BUILD YOUR OWN BUSINESS dhe, 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 66 BROADWAY 









INSURANCE CO. 


ORGANIZED 1850 















NEW YORK 
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New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 





Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Company 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 











Participating Insurance 
AtNon-Participating Rates 
ORDINARY LIFE 
(Minimum Policy $5,000) 

Rates per Thousand 

Age Premium 
21......$14.24 easel $24.44 
cides 14.57 secon 25.40 
saad 1492 seuss 26.40 
bite 15.28 42...... 27.48 
Bees 15.66 cinbs 
iadad 16.06 Pinsise 29.83 
iid 16.49 45...... 31.12 
scene 16.93 ania 32.50 
ibcnes 17.43 47...... 3397 
30...... 17.98 aeces 35.53 
ae 18.54 iccuaue 37.21 
aa 19.14 ingens 38.99 
ee 19.78 a 40.88 
oe 20.46 (ene: 42.90 
ie 21.17 sieges 45.07 
— 21.91 enn 4737 

Ds 22.71 5S...... 49.82 
_ “ahh 23.56 


Continental Life Insurance Co. 


Wilmington, Delaware 








Piney is a low-nst-sust company operat - 
_ serve basis. Over Quarter of a Billion in 


FIDELITY 
eT UAL. LIFE 
} Walter LeMar Talbot, President 
A fewagency Openings foy the right men 














NEW COMPANY’S PLANS 


—__—___ 


COMMERCIAL LIFE’S POLICIES 





Kansas City Company’s New Contracts 
—Progress Made Since Organi- 
zation Last Year 





The Commercial Life of Kansas City, 
Mo., has just issued three new policies; 
the '20-pay life endowment option, the 
three-in-one policy, which is a limited 
pay policy if the assured lives and ord- 
inary life insurance if death occurs or 
an endowment at age 25, and the child’s 
endowment bond, which is written on 
children from one to 20 years of age. 

The Commercial Life is making 
steady progress. The company wrote 
its first policy in September of last year. 
it expects to close this year with $3,000,- 
000 in force. It writes both participat- 
ing and non-participating business, with 
policies which include triple indemnity 
and total and partial disability. At pres- 
ent, the company is licensed only in its 
home state, but will shortly enter Kan- 
sas, Oklahoma and Arkansas. 

F. H. Uehling, president of the com- 
pany, was for ten years assistant secre- 
tary of the Commonwealth Life of 
Omaha. He is a brother of F. J. Uehl- 
ing, president of the North American 
Life of Omaha. O. L. Holland, who was 
for several years connected with the 
Commonwealth Life, is vice-president 
of the Commercial, and in charge of its 
agency department. Mr. Holland has 
made a fine record as an agency man, 
and has built some large producing 
forces. 


Results of “Engel Month” 


July, which had been designated “En- 
gel Anniversary Month” by the Ameri- 
can National of St. Louis, proved one 
of the banner months of the company’s 
history. Incomplete returns for the 
month indicated the written business 
would exceed $500,000. It far exceeded 
the business of July, 1922. 

Frank W. Engel, agency manager for 
the American National, joined the com- 
pany on July 1, 1922, going from the 
Lincoln National office at Peoria, Ill. 
“Engel Anniversary Month” was con- 
ceived by W. S. Gledhill, general agent 
at Springfield, Mo., who suggested to 
his brother agents throughout the coun- 
try that he thought a big month’ s busi- 
ness would prove a wonderful “birth- 
day” present for Mr. Engel. The others 
agreed and went ‘to it with a vengeance. 


New York Life Agents Met 


The first annual meeting of New 
York Life representatives from the 
northwestern district of Wisconsin was 
held at the Sturgeon Bay Country Club 
last week. Edgar N. Clough and U. D. 
Ward, Milwaukee, were in charge of 
arrangements. Mr. Ward is state 
agency organizer for the company. The 
convention commenced with a noon 
day luncheon at the club, followed by 
the business sessions. E. M. LaPlant, 
E, N. Clough and U. D. Ward were the 
principal speakers. All discussed topics 
of particular importance to the com- 
pany representatives, the talks being 
especially directed to agents’ problems 
of a universal nature. The meeting was 
intended to bring the agents from the 
newly created district together and 
provide a basis upon which future con- 
ventions could be formed. New York 
Life representatives from Manitowoc, 
Calumet, Brown, Kewaunee, Door and 
Fox River Valley counties were pres- 
ent at the meeting. 


Pacific Northwest Business Good 


E. B. Ransehousen, recently appointed 
superintendent of the group insurance 
department for the West Coast Life, re- 
ports that he found business in Oregon 
and Washington on the up-grade during 
a recent trip to that territory prepara- 
tory to starting an active group cam- 
paign for his company in that section. 











HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 

a contain a valuable Disability clause and are guaranteed by State 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. 








Insurance in force over $48,000,000 
Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 














Go Early, See for Yourself 








HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio. 








A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. 


DES MOINES, IOWA 














JOHN J. GALLAGHER, Treas’ 


CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 


It will be 


SIDNEY A. FOSTER, Secy. 
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MUTUAL LIFE 
in GLOB INSURANCE COMPANY 
OF CHICAGO, ILL. 

Results for 1921 


Gain in interest income over last five years 
Gain in income over last five years % 


Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 
It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 


























NEWS OF LOCAL ASSOCIATIONS | 
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SCHOOL COURSE NOW READY 





Philadelphia Association Draws 
Plans for Salesmanship Course at 
University of Pennsylvania 


Up 





PHILADELPHIA, PA., July 31.— 
Following months of careful planning 
and a number of conferences, the com- 
mittee on university salesmanship course 
of the Philadelphia association met last 
week and adopted the special course in 
life insurance salesmanship as submit- 
ted in detail by Dr. S Huebner, 
professor of insurance at the Univer- 
sity of Pennsylvania and noted author 
of insurance textbooks, 

Allan -D. Wallis, general agent, 
Equitable of Iowa, presided. Those who 




















Incorporated 1844 


both pleasant and profitable to be associated. 
B. H. WRIGHT, President. 





> 
STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Steadfast adherence to the principles of pure mutuality has built up a membership of policyholders 
in this Company who realize the advantages of its constructive and progressive policies. 


Home Office cooperation with the Field Force has created a selling organization with which it is 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 




























LINCOLN 


American Old Line Insurance Company 


Liberal Contracts— offered in both Life and : 
Disability Departments 

Choice Territory open in the Middle West _ 
for State and District Managers | 








NEBRASKA 








MOLINE, ILLINOIS 
J. 0. LAUGMAN, President 








Seven Years of Steady Progress 


ASSETS The {nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 
1917 129,523.00 mye —_? record to be proud of. To — 1917 704,500.00 

mrs ; this dependable company is to represent a pillar of “is ¢ 

1918 .... 155,613.00 safety in the life insurance business. You are assured 1918 .. 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 
1922 .... 984,558.00 surance business. 1922... 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


DR. ANDREW JOHNSON, Secretary and Medical Director 








prepared the course in cooperation with 
Dr. Huebner are Prof. Herbert W. 
Hess, who will assist him in conducting 
the course; E. J. Berlet, Guardian Life 
manager, association’s chairman of pub. 
licity; Paul Loder, manager Philadel. 
phia agency, Provident Mutual; Jackson 
Maloney, vice president, Philadelphia 
Life; Fred G, Pierce, general agent, 
Connecticut General; Clarence  K, 
Schonck, Philadelphia agency superin- 
tendent Penn Mutual; W. A. Smalley, 
general agent, New England Mutual; 
C. Burgess Taylor, general agent, 
Northwestern Mutual; and Frederick 
G. Woodworth, John Hancock super. 
intendent, president of Philadelphia 
Association. 

Much praise is being bestowed upon 
the committee and the University of 
Pennsylvania authorities for the highly 
constructive work which has resulted 
in a program of study which should 
mean much for ambitious life underwrit. 
ers in Pennsylvania, New Jersey and 
Delaware. 

2. 


Bucyrus, 0.—The life underwriters of 
Bucyruss, have organied a club with 
J. Russell Neff as chairman and Harvey 
C. Gearheart as secretary. 


*x* * x 

Philadelphia, Pa,— Taking time by 
the forelock the speakers and topics 
committee of the Philadelphia associa- 
tion met Friday and outlined a program 
for meetings and luncheons to be held 
by the association beginning in October 
1923 and ending with May 1924. Sigour- 


committee, presided. 
preparing the schedule of speakers in- 

cluded President F. G. Woodworth, sv- | 
perintendent of John Hancock; R. &. | 
Dewees, Provident Mutual; H. S. Highee, 

assistant manager Aetna Life; Louis 

Paret, general agent Provident Mutual; 

A. C. Williamson, manager Prudential. 

Chairman Mellor and his assistants have 

drafted a program which should make 

this year’s meetings of the. Philadelphia 

association the most progressive in the 

history of that organization. 


x * * 


Richmond, Va.—John C. Goode, newly 
elected president of the Richmond ass0- 
ciation, announces the appointment of 
committees to serve for the ensuing year 
as follows: Legislation, Charles G. Tay- 
lor, Jr., chairman, Neil D. Sills, E. Mul- 
ford Crutchfield; membership, G. W. 
Diggs, chairman, George T. Bryson, Jessé 
A, Hood; membership extension, J. 

Woodward, chairman, T. Garnett Tabb, 
Carrington Moseley; education and con- 
servation, Neil D. Sills, chairman, G. W. 
Diggs, W. T. Nolley, George T. King, 4 
P. Wilmer; publicity, William Thornton, 
chairman, W. Fred Carrington, Samuel 
B. Love; entertainment and program, 
John B. Lipscomb, chairman, Calvin Sat- | 
terfield, Jr.. Mrs, Fred Pleasants, Stuart 
Ragland, Thomas P. Reynolds, Charles 
P. Walford, Jr., J. P. Madison, T. Foster 
Witt, Irving Held, Charles B. Richard- 
son, W. W. Barrow, E. B. Meade. The ex: 
ecutive committee, elected at the annual 
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Commercial 
Life Insurance Co. | 


Kansas City, Mo. 
“‘Heart of America” 


F. H. UEHLING, President 


We offer an Agency Contract | 
whereby the Agent grows with | 
the Company. Two District | 
Agencies open in Missouri. 

Stockholders all over the State 
who co-operate with the Agents. 
We furnish you a lineup where 
you can sell your paper. 

Write for full particulars. Our 
special Bank contracts are bus- 
iness getters. Write 


Oo. L. HOLLAND 




















Vice President-Agency Manager | 














new Mellor, general agent of the Equit- J 
able Life of Iowa, who is chairman of the J 
Those assisting in J 
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—— - meeting, comprises the following: Ar- ===>} 
thur Levy, chairman, F, E. Hall, John 
Moyler, Thomas P. Reynolds, Jesse A. 
ACTUARIES Hood, T. Pryor Campbell, G. W. Diggs, e e 
J. E. Woodward, W. J. Schillingburg, 
——s George T. Bryson, John C, Goode. MANAGEMENT ENGINEERS 
on with . os 4 Specializing in Advisory Work for Insurance Companies 
ert W. ONALD F. CAMPBELL Connecticut—Daniel J. Frazier, special 
\ducting plindaaRnessonniig Sees See Se Sierie, wae ented noes Organization Equipment Standardization 
4 i retary-treasurer of the Connecticut s- 
_ a on Ua sociation. He fills the vacancy caused Methods Personnel Modern Office Planning 
»hiladel. Telephone Harrison 3384 ge ge gh. Be. ‘wr Main Office: 40 Rector St., New York Western Office: 327 S, LaSalle St., Chicage 
Jackson CHICAGO, ILL. agencies for the Columbia National Life. 
adelphia Mr. Frazier is the only Hartford man on 
| agent, the board of directors. Mr. Frazier is 
ice K, A. GLOVER & CO. also secretary of the Advertising Club CONSERVATION OF BUSINESS 
in- f Hartford. 
euiley © Consulting Actuaries " Seat bales the meeting, word was re- We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
Smalley, eee soceuntamte ceived of the death of ‘ T Rich: a thus standardizing ‘conserving e business, increasing the income, preventing and keeping 
Mutual; scm ; . ae er a and at coastleniiy no expense to the Companies. 
agent, 29 South ls —— , = Chicago aes Pg ye atoll one eamneenina, Bn cover years of satisfactory service, and we respectfully solicit your patronage. | 
| oard o irectors adopted resolutions 
rederick Secosssors to Gales Reus saaeseniner Whe Gane babes o6 the name. THE OTIS HANN COMPANY, Inc. 
¢ super: bers of the association at the news of 10 So. LaSalle St. Chicago, Illinois 
adelphia his death. It was also decided to send 
OHN GDON ( Actuaries & Examiners a note of sympathy to the family. —— 
ed upon GHINE- HIGDON \ Gee ‘Gate 600 Gates BuBifing There are now 250 members in th | ——— - —* 
alee of Kansas City, Me. association and it is expected that a 
hight membership campaign which will be stiiea| C 
poe conducted in September will greatiy in- NATIONAL WIELD OLI | 
q GHT crease this number. The next meeting LIFE AND | 
should K J. HAT is scheduled for Bridgeport on Sept. 12. | ACCIDENT j 
oe CORA TING x ok x \ ‘Company /g 
sey ani Baltimore, Md.—Twenty members of Wey fj, 
810-813 Hume-Mansur Bidg. the Baltimore association will leave here WH Ordinary ite ASHIQHCE 
INDIANAPOLIS on a spection car of The Capitol Limited | 
riters of bbell Bldg. DES NES on Sept. 3 for the 34th annual convention | 
ub with - — wnceans of the National Association of Life Un- MUSLIN t/ é ASBITGACE 
| Harvey —— = a . 
nclude n the party will be onard . 
ICS. WITHINGTON A. Spalding, president of the Baltimore The MA Aa dent Insuta 
0530 Lee ACTUARY Association; Ernest J. Clark and Jona- C4. CCT ACE i 
time by Tel. ene Des Moues. 10 10WA than K. Voshell, both past presidents of , 
d topics the national organization. 000 00 
associa- * . * 
program J McCOMB “ge . . Ye 
ati be” AT LAW NEWS OF COMPANIES Paid in Claims during the last 20 Years 
y= nea CONSULTING ACTUARY 
Equit- Premiums, Reserves, Surrender Values, BEARDEN. Secy-TReas. 
odie ete., Calculated. Valuations and Ly C.A. CRAIG, Presipentr WS. ‘ . 
ian of the eatlens Biede, Policies end off Lite ta Midland Mutual Life, 0.—June broke 
isting in surance Forms Prepared. The Law of all previous monthly records for the Mid- (C 
ikers in Tasurance a Specialty. land Mutual Life, with a production of THE NATIONAL LIFE GA IDENT INSUR v 
orth, su- Colcord Bldg. OKLAHOMA CITY $1,500,000. During the first six months ad 
;c RS of this year, $6,724,844 was written as 
Highee, against $6,091,966 during the first six HOME OFFICE: NATIONAL BUILDING 
>; Louis months of 1922. 
‘Mutual; Behe ——- ees NASHVILLE — TENNESSEE 
udential. 1523 r Si ine La Salle St Lamar Life—Admitted assets to June 
ints have Association . je St. 30 were $2,321,793.58; paid-for insurance = == 
1d make Telephone State 4 CHICAGO in force, $26,831,824, which is a net gain 
ladelphia of over $3,000,000 within the past six 
re in the months. The surplus to policyholders was > 
ULIAN C. HARVEY creased to $257,250. A quarterly divi- SAFE A GOVERNMENT BOND" 
CONSULTING ACTUARY dend of 2% percent was declared. G) 
* * I" 
le, newly Chemical Building ST. LOUIS, MO. Standard Life, Ga.—New paid for busi- e 
nd asso- ness first six months 1923, $5,887,768; ; 
tment of new paid for business first six months LIFE, HEALTH, ACCIDENT*s*° MONTHLY INCOME INSURANCE 
ans B. YOUNG 1922, $6,292,148; increase of insurance in 
a. bs 9 99 ers “+ 
EB. ~ * CONSULTING ee ae Oe ee on Cae eee LATEST POLICIES AND AGENCY CONTRACT Bi'USZ nF 
Ga W. ACTUARY - 
‘on, Jesse AND ACCOUNTANT Launch Life Department Openings OHIO, IND,, KY. MICH, and W. VA. Write Cetumbus 
yn, J. R. D. R. McLurg, Associate The Great Western Insurance Com- 
ae 430 PETERS TRUST BLDG. pany has everything in readiness for the 
eoctien, Chin inauguration of a life insurance depart- 
in, G. W acne : ment, with a full complement of poli ° 
King, 4 ‘ You Can Multiply Y 
Phornton, cies. This new department will be in- ou n u tip y our 
Samuel | stalled early in August. r ucin ower 
program, “THE For a number of months the com- P Ww 
ay COMPANY OF CO-OPERATION™ pany has been working with prominent & 
Charles actuaries in various parts of the United MEDICAL LIFE AGENTS de multiply their pro- 
r. Foster States so as to be sure of adequate ducing powers. 
Richard DES MOINES rates and the last word in up-to-the- WHY? Because the Medical Life writes Standard, 
The _ minute policies. These policies have Sub-standard and Child’s Endowment Policies. 
e annua LIFE AND been O. K.d by a wes insurance For that reason our agents lose no time “choosing” 
—S epartments where the company is to prospects. Their prospects are not limited. 
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| IOWA 


ANNUITY 


COMPANY 


We will insure the whole family! 
ny plan, any age, either sex! 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 


_ DES MOINES «. 7. Bigg.) IOWA 


TERRITORY 
SOUTH DAKOTA 

















do a life business. The company al- 
ready has a large force of health and 
accident agents, who will be trained 
to write life insurance as well, and spe- 
cial life men will be added from time 
to time. 

The company is nearly a quarter of 
a century old, and has been under the 
same management from its inception. 
It does business from New York to 
California in the healthy northern states, 
The capital of $250,000 is ample to 
meet the requirements of every state 
in the Union. 


Life Notes 

John A, Sullivan, vice-president of the 
Great Northern Life of Chicago, is mak- 
ing a tour of Wisconsin and will visit 
all of the company’s agencies in that 
state before his return. 

Arthur M. Collens, vice-president of the 
Phoenix Mutual Life, has been elected a 
director in the Mechanics Saving Bank 
of Hartford. He is also a director in the 
Fuller Brush Company, the Hartford 
Chamber of Commerce and the Connecti- 








cut Institute for the Blind. 


The company’s liberal attitude toward impaired risks 
makes it possible for them to render 100% service to 
their clients. 

Our Child’s Endowment Policy has received enthusi- 
astic endorsement. It is a real agency money- 
maker. 

Then, too, the Medical Life’s rates for men and 
women are the same. 

The Medical Life agency offers an unexcelled op- 
portunity for YOU 


” 


INSURANCE COMPANY OF AMERICA 


WATERLOO IQWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


E. E. BROWN 
Agency Supervisor 
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We are now offering our 


‘‘Complete Protection Policy’’ 
— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE IF YOU LIVE 







— se 
KANSAS, MISSOURI 
and ARKANSAS 


Complete ED Protection 


GOLDEN RULE AGENCY CONTRACT 






























Full information about our Agency Contract and ighted 
Policies can be secured by addressing ates 


LOUIS A. BOLI, Jr. 


Agency Director 





WICHITA KANSAS 









Mr. Life Insurance Agent: 








Do liberal first year commissions mean 
anything to youP 

Do sveteteielte renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 












Are you getting what is coming to you 
in this way? 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 

interested? 
















Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 












Address D-73 


Care The National Underwriter 








NEWS ABOUT 


LIFE POLICIES 





Policy Literature, Rate Books, etc. 


Diges 
PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the : 
igest” and “Little Gem,” Published Annually in May and April respectively. 


“Unique Manual- 























The new schedule of dividends to 
policyholders of the Northwestern Mu- 
tual Life, announced last week before 
the annual agency convention by Presi- 
dent Van Dyke for the 1924 returns, 
shows an increase over the present scale 
of as much as 43 percent in cértain ages, 
the average increase being 17 percent. 
The company made a special mortality 
adjustment increase of the younger ages 
and also increased the interest factor 











Northwestern Mutual 1924 Dividends 


from 4.6 percent to 4.8 percent, this in- 
creasing the dividends from one per- 
cent at age 65 to 43 percent at 
age 16. The interest factor of 4.8 per- 
cent also applies to settlements under 
the options. The new dividend scale 
in full, which gives the company prac- 
tically the lowest net cost of any pol- 
icies offered, is as follows for ordinary, 
20 payment life and 20 year endowment 





forms: 


ORDINARY LIFE 





16 17 18 19 20 21 22 23 24 25 26 
$5.66 $5.70 $5.76 $5.82 $5.88 $5.94 $6.02 6.09 $6.16 $6.24 $6.33 
5.75 5.81 5.87 5.93 6.00 6.07 6.15 6.22 6.30 6.39 6.49 
5.86 5.92 5.99 6.06 6.13 6.20 6.28 6.36 6.45 6.55 6.65 
5.97 6.04 6.11 6.18 6.26 6.33 6.42 6.51 6.61 6.71 6.81 
6.08 6.16 6.24 6.31 6.39 6.47 6.57 6.66 6.76 6.88 6.99 
6.20 6.28 6.36 6.44 6.53 6.62 6.72 6.82 6.93 7.05 7.17 
6.33 6.41 6.49 6.58 6.68 6.77 6.88 6.98 7.10 7.22 7.35 
6.45 6.54 6.63 6.73 6.83 6.92 7.04 7.15 7.28 7.41 7.55 
6.58 6.67 6.77 6.87 6.98 7.09 7.21 7.33 7.46 7.60 7.75 
6.72 6.82 6.92 7.02 7.14 7.25 7.38 7.51 7.65 7.80 7.95 
6.86 6.96 7.07 7.18 7.31 7.42 7.56 7.70 7.85 8.01 8.09 
7.01 7.11 7.23 7.35 7.48 7.60 7.75 7.89 8.05 8.14 8.24 
7.15 7.27 7.39 7.52 7.65 7.79 7.94 8.09 8.19 8.29 8.39 
7.31 7.43 7.56 7.69 7.84 7.98 8.14 8.23 8.33 8.44 8.56 
7.47 7.60 7.74 7.88 8.03 8.18 8.28 8.37 8.48 8.60 8.73 
7.64 7.77 7.92 8.07 8.23 8.31 8.42 8.52 8.64 8.77 8.91 
7.81 7.96 8.11 8.26 8.36 8.45 8.57 8.68 8.81 8.95 9.06 
7.99 8.14 8.30 8.40 8.50 8.60 8.72 8.85 8.99 9.10 9.21 
8.18 8.34 8.43 8.53 8.65 8.76 8.89 9.02 9.14 9.25 9.38 
8.37 8.47 8.57 8.68 8.80 8.93 9.06 9.17 9.29 9.42 9.56 
*Illustrative Dividends. 
ORDINARY LIFE 
pT eee 27 28 29 30 31 32 33 34 35 36 37 
Ptecvees $6.41 $6.50 $6.61 $6.71 . $6.82 $6.94 $7.07 $7.21 $7.35 $7.41 $7.43 
1922 6.57 6.68 6.78 6.90 7.02 7.15 7.29 7.43 7.50 7.57 7.67 
SE 6.75 6.85 6.97 7.09 7.22 7.37 7.51 7.58 7.66 7.75 = 7.85 
peers 6.92 7.03 7.16 7.29 7.43 7.58 7.66 7.74 7.83 7.93 8.05 
are 7.10 7.22 7.36 7.50 7.65 7.73 7.81 7.91 8.01 8.12 8.25 
eee 7.29 7.42 7.57 7.72 7.79 7.88 7.98 8.09 8.2 8.32 8.42 
SSEeeS 7.49 7.63 7.78 7.86 7.95 8.05 8.15 8.28 8.40 8.49 = 8.60 
Dikcccecee 7.69 7.84 7.92 8.01 8.11 8.22 8.34 8.47 8.56 8.66 8.79 
| eqoren 7.90 7.98 8.07 8.17 8.28 8.41 8.53 8.63 8.73 8.85 8.99 
| ees 8.04 8.12 8.23 8.34 8.46 8.60 8.69 8.80 8.92 9.05 9.15 
ae 8.18 8.28 8.40 8.52 8.65 8.75 8.86 8.98 9.11 9.21 9.33 
See 8.34 8.45 8.58 8.71 8.81 8.92 9.04 9.17 9.28 9.38 9.51 
eee 8.50 8.63 8.76 8.86 8.97 9.10 9.23 9.34 9.45 9.57 9.71 
eerr 8.68 8.81 8.91 9.02 9.15 9.29 9.39 9.50 9.63 9.76 9.92 
aes 8.86 8.96 9.07 9.20 9.33 9.44 9.56 9.68 9.82 9.97 10.18 
hs 6veaes 9,01 9.12 9.25 9.38 9.49 9.61 9.73 9.87 10.02 10.22 10.4 
» eer 9.16 9.29 9.43 9.54 9.65 9.78 9.92 10.07 10.28 10.49 10.7 
, Sere 9.34 9.47 9.58 9.70 9.82 9.97 10.12 10.32 10.54 10.81 11.1) 
ee 9.51 9.62 9.74 9.87 10.01 10.16 10.37 10.58 10.85 11.13 114 
Pin chacnes 9.66 9.78 9.91 10.05 10.20 10.41 10.62 10.89 11.18 11.46 11% 
*Illustrative Dividends. 
ORDINARY LIFE 
iD sete. 38 39 40 41 42 43 44 45 46 47 48 
1923 beeenens $7.58 $7.68 $7.78 $7.90 $7.97 $8.06 $8.17 $8.28 $8.37 $8.46 $8.57 
bn 6:6640e 7.77 7.88 7.99 8.08 8.16 8.28 8.39 8.47 8.57 8.68 8.81 
 Seaeeen 7.97 8.09 8.17 8.26 8.37 8.49 8.58 8.67 8.79 8.92 9.06 
ye 8.17 8.26 8.35 8.47 8.58 8.68 8.77 8.89 9.02 9.16 9.37 
Eee 8.34 8.44 8.55 8.68 8.77 8.87 8.98 9.11 9.25 9.47 9.70 
1918........ 8.52 8.64 8.76 8.86 8.95 9.07 9.20 9.35 9.56 9.79 10.09 
| AORRRETS 8.71 8.84 8.93 9.04 9.16 9.29 9.43 9.64 9.87 10.17 104 
ree 8.91 9.01 9.12 9.24 9.37 9.52 9.72 9.95 10.25 10.57 10. 
See 9.08 9.19 9.31 9.45 9.59 9.81 10.02 10.32 10.63 10.96 1138 
ear 9.26 9.39 9.52 9.67 9.87 10.10 10.39 10.70 11.02 11.44 118 
SSSR 9.45 9.59 9.73 9.95 10.16 10.45 10.76 11.08 11.49 11.92 1237 
et 9.65 9.80 10.01 0.23 10.51 10.82 11.13 11.53 11.96 12.40 1287 
PS 9.86 10.07 10.28 10.57 10.87 11.18 11.58 11.99 12.43 12.89 13.37 
Pa nesans 10.12 10.34 10.62 10.92 11.23 11.62 12.03 12.46 12.91 13.38 138 
2600-04 10.39 10.68 10.97 11.28 11.66 12.07 12.48 12.93 13.39 13.87 143 
ee 10.72 11.02 11.32 11.70 12.10 12.52 12.94 13.40 13.87 14.36 148 
(*) 11.06 11.36 11.74 12.13 12.54 12.97 13.41 13.87 14.35 14.85 165.3 
(*) epee 11.40 11.78 12.16 12.56 12.98 13.42 13.87 14.34 14.82 15.33 15.8 
(*) pcoeecene 11.80 12.19 12.58 13.00 13.43 13.88 14.33 14.81 15.30 15.81 16% 
yO 12.21 12.61 13.01 13.44 13.87 14.833 14.79 15.27 15.77 16.39 17.0 
*Illustrative Dividends. 
ORDINARY LIFE 
Ages 49 50 51 52 53 54 55 56 57 58 59 
1923 $8.69 $8.83 9.04 $9.27 $9.59 $9.94 $10.30 $10.80 $11.32 $11.88 $12.49 
1922 8.94 9.16 9.39 9.71 10.05 10.40 10.88 11.40 11.95 12.54 13.16 
1921 9.27 9.50 9.81 10.15 10.50 10.97 11.47 12.01 12.58 13.19 13.84 
1920 9.60 9.91 10.24 10.59 11.05 11.54 12.05 12.62 13.21 13.85 14.52 
L 1919 10.00 10.33 10.67 11.13 11.61 12.11 12.65 13.24 13.85 14.50 15.19 
1918 10.41 10.76 11.20 11.67 12.17 12.69 13.25 13.85 14.48 15.15 15.85 
1917 10.83 11.26 11.72 12.21 12.73 13.27 13.85 14.47 15.11 15.79 16.51 
1916 11.32 11.78 12.25 12.76 13.29 13.85 14.44 15.08 15.74 16.43 17.32 
1915 11.83 12.29 12.79 13.31 13.86 14.43 15.04 15.68 16.36 17.22 18.14 
1914 12.33 12.82 13.32 13.86 14.43 15.01 15.62 16.29 17.12 18.00 18.95 
1913 12.84 13.34 13.86 14.41 14.99 15.58 16.21 17.02 17.88 18.79 19.76 
1912 13.35 13.87 14.40 14.96 15.54 16.15 16.92 17.76 18.64 19.58 20.57 
1911 13.87 143° 14.93 15.50 16.09 16.84 17.64 18.50 19.40 20.36 21.36 
1910 14.38 14.91 15.46 16.04 16.77 17.54 18.36 19.24 20.16 21.13 22.13 
1909 14.89 15.43 15.98 16.70 17.45 18.24 19.08 19.97 20.90 21.87 22.88 
1908 15.39 15.94 16.63 17.36 18.13 18.94 19.79 20.70 21.63 22.60 23.60 
(*) 15.89 16.57 17.27 18.02 18.81 19.63 20.49 21.40 22.33 23.29 24.29 
(*) 16.50 17.19 17.92 18.68 19.48 20.31 21.18 22.08 23.00 23.96 24.96 
¢*) 17.12 17.83 18.56 19.34 20.15 20.98 21.83 22.73 23.65 24.61 25.63 
(*) 17.73 18.45 19.20 19.99 20.79 21.62 22.47 23.36 24.28 25.25 26.28 
*Illustrative Dividends. 
20-PAYMENT LIFE 
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4.8 per- 
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26 
24 $6.33 
9 6.49 
5 6.65 
1 6.81 
88 CG. 
5 7.17 
227.35 
41 7.55 
60 7.75 
8007.95 
01 8.09 
148.24 
29 8.39 
44 8.56 
60 8.73 
77 8.91 
95 9.06 


5 37 
41 7.48 
57 = 7.67 
75 7.85 
93 8.05 
12 8.25 
32 842 
49 8.60 
66 8.79 
85 8.99 
05 9.15 
21 = 9.33 
.38 9.51 
57 9.71 
76 9.92 
97 10.18 
22 10.4 
49 10.77 
81 11.10 
13 114 
46 11% 
7. @ 
46 $8.57 
68 8.81 
92 9.06 
16 9.37 
47 = (9.70 
79 10.08 
17 10.4 
57 10.90 
96 11.38 
44° «118 
92 12.37 
8 3.3 
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ME secces 16 
eis condes 7.41 
| eer 7.68 
| eee 7.96 
See covtes 8.2 
aor 8.55 
_, Se 8.86 
0 9.18 
ies e660% 9.51 
ae 9.85 
BOE ccscces 10.20 
| 10.57 
CPhoe cceses 10.94 
bd EET Ee 11.34 
(P)cceccess 11.74 
Phe cceenes 12.15 





eee 38 

hestease $8.11 
1922... 8.41 
1921... 8.74 
Bec cccces 9.07 
Be ccccctve 9.38 
a Se 9.70 
_ Serre 10.05 
Pibecesaee 10.40 
res 10.74 
ceceeo 11.10 
iihecrs wes 11.47 
1912 11.87 
Cd wie a de 12.29 
a sivas ior th 12.76 
1909 13.25 
Ee 13.80 
, =o 14.36 
, SRE 14.94 
, 15.57 
SST 16.20 


Pe tk ett et 


17 18 

7.50 7.58 7.66 
7.77 7.86 7.94 
8.06 8.15 8.24 
8.35 8.45 8.55 
8.65 8.76 8.86 
8.97 9.08 9.19 
9.29 9.41 9.53 
9.63 9.76 9.88 
9.98 10.11 10.24 
0.34 10.48 10.62 
0.71 10.86 11.01 
1.10 11.25 11.40 
1.49 11.65 11.76 
1.90 12.02 12.14 
2.27 12.4 12.53 


*Illustrative Dividends. 


20 21 22 
7.75 7.85 7.95 
8.04 8.15 8.25 
8.35 8.46 8.57 
8.66 8.78 8.90 
8.98 9.11 9.23 
9.32 9.45 9.58 
9.66 9.80, 9.95 
10.02 10.17° 10.32 
10.39 10.55 10.70 
10.77 10.93 11.04 
11.16 11.28 11.39 
11.52 11.64 11.77 
11.88 12.02 12.15 
12.27 12.41 12.56 
12.67 12.83 12.98 


20-PAYMENT LIFE 


*Illustrative Dividends. 


*Illustrative Dividends. 
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*lllustrative Dividends. 


\ges 27 28 
igs $7.93 $8.00 

228.44 851 
1921 896 9/03 
1920 9 50 9.57 
1919 10.06 10:14 
1918 10.64 10°72 
1917 11.94 47°31 
1916 1185 11°93 
1915 12.49 49°54 
1914 13.09 13.11 
1913 13.72 13°75 
Wi2 1438) 14.41 
i311 15.06 15.10 
jone 15.78 15.81 
$09 16.52 16.54 
1908 17.28 17.31 
te, 18.08 18.11 

) 18.92 18.95 


eT ed ieee eee 
_ 


28 29 30 3 32 33 
$7.06 $7.16 $7.27 $7.38 $7.49 $7.62 
7.36 7.46 7.5 7.70 7.83 7.96 
7.67 7.77 7.90 8.04 8.17 8.30 
7.98 8.10 8.24 8.38 8.51 8.59 
8.31 8.44 8.58 8.73 880 8.88 
8.65 8.79 8.94 9.02 9.10 9.19 
9.00 9.15 9.24 9.32 9.42 9.52 
9.36 9.45 9.54 9.64 9.74 9.86 
9.67 9.76 9.87 9.98 10.09 10.21 
9.99 10.09 10.21 10.33 10.45 10.55 
10.32 10.43 10.57 10.69 10.79 10.90 
10.67 10.80 10.93 11.04 11.15 11.27 
11.04 11.17 11.29 11.40 11.53 11.66 
11.42 11.53 11.66 11.79 11.92 12.04 
11.79 11.91 12.05 12.19 12.31 12.43 
12.17 12.31 12.46 12.59 12.71 12.85 
12.58 12.73 12.86 13.00 13.14 13.29 
13.01 13.14 13.29 13.44 13.59 13.75 
13.43 13.57 13.73 13.90 14.06 14.27 
13.87 14.03 14.20 14.38 14.59 14.80 

20-PAYMENT LIFE 

39 40 41 42 43 44 
$8.20 $8.30 $8.41 $8.48 $8.56 $8.66 
8.52 8.63 8.70 8.78 889 8.99 
8.85 8.92 9.01 9.11 9.22 9.30 
9.15 9.24 9.34 9.45 9.53 9.62 
9.47 9.57 9.69 9.77 9.86 9.96 
9.81 9.92 10.01 10.10 10.20 10.32 
10.16 10.25 10.34 10.45 10.57 10.69 
10.49 10.59 10.70 10.82 10.95 11.14 
10.84 10.95 11.68 11.20 11.39 11.59 
11.21 11.34 11.47 11.66 11.85 12.11 
11.60 11.74 11.93 12.12 12.38 12.64 
12.01 12.20 12.39 12.65 12.91 13.18 
12.48 12.67 12.93 13.19 13.46 13.79 
12.96 13.21 13.47 13.74 14.07 14.41 
13.50 13.76 14.03 14.35 14.69 15.04 
14.06 14.32 14.64 14.97 15.31 15.67 
14.63 14.94 15.27 15.60 15.95 16.30 
15.25 15.57 15.90 16.24 16.59 16.94 
15.88 16.20 16.54 16.88 17.23 17.58 
16.52 16.85 17.18 17.52 17.87 18.22 

20-PAYMENT LIFE 

51 52 53 54 55 56 
$9.44 $9.64 $9.95 $10.28 $10.62 $11.09 
9.88 10.17 10.49 10.82 11.27 11.76 
10.40 10.70 11.03 11.47 11.93 12.43 
10.92 11.24 11.67 12.12 12.60 13.11 
11.46 11.86 12.31 12.77 13.27 13.80 
12.08 12.50 12.96 13.43 13.94 14.48 
12.71 13.14 13.61 14.10 14.61 15.16 
13.35 13.79 14.27 14.76 15.29 15.85 
13.99 14.44 14.93 15.43 15.96 16.52 
14.64 15.09 15.58 16.09 16.62 17.19 
15.28 15.74 16.24 16.75 17.28 17.98 
15.93 16.39 16.89 17.40 18.05 18.76 
16.57 17.03 17.53 18.15 18.81 19.53 
17.21 17.67 18.27 18.90 19.56 20.27 
17.85 18.40 19.00 19.62 20.28 20.99 
18.56 19.11 19.70 20.32 20.97 21.66 
19.25 19.80 20.38 20.98 21.61 22.27 
19.93 20.45 21.01 21.59 22.18 22.80 
20.56 21.06 21.59 22.12 22.67 23.23 
21.14 21.60 22.08 22.56 23.04 23.53 

20-YEAR ENDOWMENT 

17 18 19 20 21 22 
$7.34 $7.43 $7.49 $7.53 $7.59 $7.63 
7.84 7.93 7.99 8.04 8.09 8.14 
8.36 8.45 8.51 8.56 8.61 8.65 
8.89 8.99 9.04 9.10 9.14 9.19 
9.45 9.54 9.60 9.65 9.70 9.75 
0.02 10.12 10.17 10.22 10.27 10.32 
0.62 10.71 10.76 10.82 10.87 10.91 
1.23 11.32 11.38 11.43 11.48 11.53 
1.86 11.96 12.01 12.06 12.12 12.16 
2.52 12.62 12.67 12.72 12.77 12.82 
3.20 13.29 13.35 13.40 13.45 13.49 
3.90 13.99 14.05 14.09 14.14 14.19 
4.62 14.72 14.77 14.82 14.87 14.91 
5.37 15.46 15.51 15.56 15.61 15.65 
6.14 16.23 16.28 16.33 16.37 16.39 
6.94 17.03 17.07 17.12 17.14 17.15 
7.76 17.84 17.89 17.91 17.93 17.95 
8.60 18.69 18.72 18.74 18.77 18.79 
9.48 19.55 19.58 19.61 19.63 19.65 
0.37 20.45 20.48 20.51 20.53 20.56 

20-YEAR ENDOWMENT 

29 30 31 32 33 34 
8.08 $8.15 $8.24 $8.32 $8.43 $8.53 
8.58 8.66 8.75 884 8.94 9.05 
9.11 9.19 9.28 9.37 9.48 9.51 
9.65 9.74 9.83 9.92 9.95 9.99 
0.22 10.30 10.39 10.42 10.45 10.50 
0.80 10.88 10.91 10.93 10.98 11.02 
1.39 11.42 11.45 11.48 11.52 11.57 
1.95 11.97 12.01 12.05 12.09 12.14 
2.53 12.56 12.60 12.64 12.68 12.71 
3.14 13.17 13.21 13.25 13.27 13.30 
3.78 13.81 13.85 13.87 13.89 13.93 
4.44 14.47 14.49 14.51 14.54 14.58 
5.13 15.14 15.17 15.19 15.22 15.24 
5.83 15.84 15.88 15.90 15.92 15.94 
6.56 16.58 16.62 16.63 16.65 16.67 
7.33 17.385 17.38 17.39 17.42 17.45 
8.14 18.15 18.18 18.20 18.23 18.27 
8.97 18.99 19.03 19.05 19.09 19.14 
(CONTINUED ON NEXT PAGE) 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 2 to 60. 








Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 


premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 


COMPANY of CHICAGO, ILL. 
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Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 


Kansas, Southern Ohio and Virginia 














Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it bas consistently made dividend returns to policyholders, and, except for an occasional 


slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 


of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 











This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 











THE NATIONAL 























General Agency Openings 


To complete our organization program for Nineteen | 
Twenty-Three we have openings for managers at the 


following points: 


Omaha, Milwaukee 
Topeka, Erie 
Winston-Salem 
The company, one of the oldest and strongest in the | 
East, has attractive propositions to offer high caliber | 
men who are qualified to organize productive agencies 
in these different territories. 


The men selected to fill these vacancies will receive one | 
hundred percent cooperation and the utmost in agency 


service. 


If you are interested in any one of these opportunities | 
address with full particulars E-94, care The National 


Underwriter. 

















SALESMEN 


What amount of business can you write? 
What commission are you worth ? 


I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get business. 


M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 
CHICAGO 























American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 
Vice-President 


W. L. MOODY, JR., 
President 


FINANCIAL STATEMENT, DECEMBER 3lst. 1922 


Owned — $ 917,417.61 ° rong 
Real Estate WEG... cee eecees 117,417. Net Reserve (American Expe- 
Mortgage Loans ....sesseeeeee $,352,594.38 rience 3 and 3% per cent)...$11,202,951.35 
Collateral! Loans .......+.+se++ 25,000.00 Special and Contingent Re- 
Loans Made to Policyholders DEEN achccnmiaseswadeenianess 173,682.00 
(on this Company’s Policies) 1,458,245.93 Reserves for Death Losses in 
Bes cccccnccceseseeceesesesssce 4,214,350.01 Process of Adjustment NEN 134,739.47 
Cash in Banks...... eesieoveooce 1,718,881.46 Reserve for Taxes, etc........ 89,770.93 
Certificates of Deposit ........ 7,848.15... Miscellaneous Liabilities ...... 139,656.13 
Interest Due and Accrued..... 316,604.78 Capital Stock....$1,000,000. 
Deferred and Uncollected Pre- Surplus .......... 1,555,824.08 
ee, cei ee vie in. “OT Surpiee Security to, Felley- si 
Senta WHIEIIEE acasceccuceees 713.62 REID wvccncccoscesocecccceces 2,555,824. 
TOTAL cccccceccccscoccccced $14,296,623.93 TEAL, cceccccccccccccosesed $14,296,623.93 
Gains Made During Year Ending December 3ist, 1922 
Increase in Insurance in Force...........+.ssseseeeees $23,758,023.00 
Increase in Admitted Assets... .........0ssesceseeeeses 0 
Increase im Surplus.............sssccceeeceeseeces occcce 741,928.24 
LIFE INSURANCE IN FORCE, $181,457,796.00 


Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 
Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 


W. J. SHAW, 
Secretary 

































UNDERWRITER August 2, 1925 

Ages 27 28 29 30 31 32 33 34 35 36 37 38 
(*) 19.80 19.82 19.85 19.88 19.92 19.95 20.00 20.05 20.11 20.16 .20.23 20.30 
(*) 20.71 20.74 20.78 20.81 20.86 20.90 20.94 20.99 21.05 21.10 21.17 21.2 

*Illustrative Dividends. 
20-YEAR ENDOWMENT 

3s 40 41 42 43 44 45 46 47 48 49 
. $8.92 $8.99 $9.04 $9.09 $9.16 $9.24 $9.28 $9.33 $9.39 $9.48 
9.3 9.38 9.42 9.47 9.53 9.60 9.65 9.69 9.75 9.83 9.92 
‘ 9.82 9 86 9.93 9.99 10.03 10.07 10.13 10.20 10.28 10.44 
2 10.29 10.34 10.41 10.44 10.47 10.53 10.59 10.66 10.81 10.97 
7 10.78 10.84 10.87 10.90 10.95 11.01 11.08 11.21 11.35 11.57 
. 11.30 11.32 11.36 11.39 11.45 11.51 11.64 11.77 11.97 12.20 
s 11.80 11.82 11.87 11.91 11.97 12.09 12.21 12.40 12.61 12.83 
2.3 12.33 12.36 12.41 12.46 12.56 12.68 12.86 13.05 13.25 13.54 
2.86 12.89 12.93 12.98 13.07 13.18 13.34 13.52 13.71 13.98 14.27 
13.44 13.48 13.52 13.62 13.71 13.86 14.02 14.20 14.44 14.71 15.00 
14.06 14.10 14.18 14.28 14.41 14.56 14.72 14.94 15.18 15.45 15.74 
14.71 14.78 14.86 15.00 15.13 15.27 15.48 15.70 15.93 16.20 16.48 
15.42 15.49 15.60 15.74 15.86 16.05 16.25 16.46 16.69 16.95 17.22 
16.16 16.26 16.37 16.50 16.6 16.83 17.03 17.24 17.46 17.71 17.97 
16.95 17.05 17.15 17.31 17.46 17.63 17.82 18.02 18.23 18.46 18.72 
17.77 17.86 17.99 18.13 18.28 18.44 18.61 18.80 19.00 19.22 19.46 
18.61 18.72 18.83 18.97 19.10 19.25 19.41 19.58 19.77 19.97 20.19 
19.49 19.59 19.69 19.82 19.93 20.07 20.22 20.37 20.53 20.72 20.95 
20.38 20.47 20.56 20.67 26.77 20.89 21.02 21.15 21.29 21.47 21.66 
21.29 21.36 21.44 21.53 21.61 21.71 21.81 21.92 22.04 22.17 22.31 

*Illustrative Dividends. 
20-YEAR ENDOWMENT 

See 50 51 52 53 54 55 56 57 58 59 60 
1923. $9.57 $9.74 $9.92 $10.21 $10.51 $10.83 $11.27 $11.75 $12.27 $12.83 $13.44 
1922 10.08 10.25 10.51 10.80 11.11 11.53 11.98 12.47 13.01 13.58 (14.20 
0 Pe 10.60 10.84 11.11 11.40 11.80 12.23 12.70 13.20 13.74 14.34 14.97 
in cé¢ees 11.19 11.45 11.71 12.10 12.51 12.95 13.42 13.93 14.49 15.08 15.72 
a eer 11.81 12.06 12.41 12.80 13.21 13.66 14.14 14.66 15.23 15.83 16.47 
jee 12.43 12.76 13.12 13.51 13.93 14.39 14.87 15.40 15.96 16.57 17.22 
rs 13.14 13.47 13.83 14.23 14.65 15.11 15.60 16.12 16.69 17.30 18.11 
in « e066. 13.85 14.19 14.55 14.95 15.37 15.83 16.32 16.85 -17.42 18.17 18.99 
eee 14.57 14.91 15.27 15.67 16.10 16.55 17.04 17.56 18.27 19.03 19.87 
een sees 15.30 15.64 16.00 16.29 16.81 17.27 17.75 18.40 19.11 19.89 20.73 
| ee 16.04 16.37 16.72 17.11 17.53 17.97 18.57 19.22 19.93 20.72 21.56 
1912. 16.78 17.10 17.45 1783 18.24 18.78 19.37 20.02 20.74 21.52 22.36 
Sarre 17.51 17.83 18.16 18.54 19.03 19.57 20.16 20.80 21.51 22.28 23.10 
i aici daa 18.25 18.55 18.88 1932 19.80 20.33 20.91 21.54 22.23 22.98 - 23.78 
1909. 18.98 19.27 19.65 20.08 20.55 21.06 21.61 22.22 22.88 23.59 24.36 
a a 19.71 20.04 20.40 20.81 21.25 21.73 22.26 22.83 23.44 24.11 24.84 
_, 20.47 20.77 21.11 21.48 21.89 22.33 22.81 23.33 23.89 24.51 -25.19 
 _ eee 21.19 21.46 21.76 22.09 22.44 22.83 23.25 23.70 24.20 24.75 25.35 
Pree 21.86 22.08 22.33 22.60 22.89 23.20 23.54 23.91 24.32 24.76 25.26 
hd saws 6s 22.46 22.62 22.79 22.99 23.19 23.41 23.64 23.89 24.16 24.46 24.78 


*Illustrative Dividends. 


USING LIFE INSURANCE TO MEET DEBTS 


O. KRAMER of Columbus, O., 
H state manager of the North 

* American Life of Chicago de- 
clares that one of the greatest argu- 
ments for life insurance today is the 
opportunity it offers a man to meet 
his obligations regardless of whether 
he lives or not. The one thing that 
hangs over a man like the sword of 
Damocles is a debt. If he lives, has 
his health: and meets with success he 
can pay off all obligations. If, how- 
ever, disaster comes to him and he is 
swept off his moorings he has to hand 
this obligation down to someone else 
to take care of. Therefore, the man 
in debt should be made to see the great 
value of life insurance. 


How the Father Met Excuse 


Mr. Kramer, too, says that he often 
finds a man inclined to drop his in- 
surance or reduce it when he has more 
obligations on hand. Added respon- 
sibilities should mean more insurance 
in Mr. Kramer’s opinion. He said that 
his own son came to him after the birth 
of a second child, saying that he would 





drop his $2,500 insurance because it 
would be more expensive now to main- 
tain his household. Here is the way 
the father went back at the son: 
“Don’t for a moment think of lapsing 
that $2,500. Instead of lapsing any in- 
surance, .eofmmand you to buy $2,500 
more. If you are going to take on re- 
sponsibilities you must meet them seri- 


ously. I have been able to raise you 
and give you a good education. That 
was the best I could do for you. Now 


you must do the same for your chil- 
dren. It is not fair to me in case of 
your death to leave the task of edu- 
cating these children to me or any 
other relative. That is your work. 
You must appreciate the fact that my 
obligation to you has been met. Your 
obligation to your children is still upon 


you. If you live you will be able to 
carry out your program. If you die 
you have not the means to educate 


these children. Whatever you do you 
must rake and scrape up enough money 
to buy more insurance and thus insure 
their education. I will loan it to you 
if necessary. 





Office. 





FIELD SUPERINTENDENT 


Mutual, low net cost company desires the 
services of a high-class organizer, with ex- 
ecutive ability, to work from and at Home 
Must have record of successful per- 
sonal production and organizing experience. 


Address F-4, Care The National Underwriter 
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MODERN BUSINESS GETTING METHODS 





Bert C. Nelson, Northwestern Mutual 
Leader in Number of Lives Insured, 
Tells the Course That He Follows 


who won the presidency of the 

Marathon Club of the Northwest- 
ern Mutual Life for the club year, will 
be debarred from competing for the 
club hereafter as he has secured it 
three years in succession and will there- 
fore keep the trophy in his permanent 
possession. The Marathon Club con- 
sists of those agents who write 100 risks 
or over during the club year. Mr. Nel- 
son wrote 283 lives in the Northwestern 
Mutual last year. In 1922 he wrote 228 
and in 1921, 281. During the 45 months 


B wn C. NELSON of Peoria, IIl., 


BERT C, NELSON 


he has been with the Northwestern Mu- 
tual he has written 916% lives on a paid 
for basis. He has about 175 risks placed 
in other companies, all women or sub- 
Standard. The Northwestern Mutual 
does not write either class. 

Is Out for a Million 

in the Next Club Year 
_ Inasmuch as Mr. Nelson will not be 
in the race for the Marathon Club presi- 
dency next year he has set his goal on 
Writing $1,000,000 in insurance by work- 
ing from 8 to 10 hours a day. Last 
year he wrote $730,500, the year before 
$819,000 and in the first year $828,000. 
Mr. Nelson says that he has worked 
irom 10 to 14 hours a day very fre- 
quently, having to make numerous calls 
at night. He feels that he has reached 
the point where he can do his work al- 
most entirely in the day time. 

Mr. Nelson lays particular stress on 
having a definite goal toward which to 
work. He says that that keeps him 
spurred up. It is always an incentive. 


eretofore his objective has been to | 


win the Marathon presidency. A man, 
he said, that has some definite thing to 
do, or some end to reach, will arrive if 
he keeps at it. Mr. Nelson said that he 
had religiously followed the practice of 
‘veraging one application a day. That 
eps him systematically at work. 
Says That Agent Must Be 

Sold Himself on Insurance 

In speaking about some of his own 
views Mr. Nelson said: 
m. = thoroughly sold on life insur- 
o-_ = self. I do not think that new 
value 2 ag the need of knowing the 
ae na ite insurance. Some of them 
A mage erent. They do not thoroughly 
see ; = or rather appreciate life insur- 
po nl A . protector of life values. _In 
life demonstrate my own belief in 

msurance I carry quite a large line 











myself, nearly $100,000. I never can- 
vass without having one of my own 
policies with me. It is much more ef- 
fective if a man will back up his own 
the salesman. It is a sort of armor 
goods. If I am trying to sell some- 
thing in which I do not thoroughly be- 
lieve, or which I do not purchase, I am 
not as convincing as I should be. When 
a man sees that I carry insurance in 
comparatively large amounts he is im- 
pressed. 

“I think that many life insurance 
men and especially new agents do not 
pull the application soon enough. They 
want to be certain that they have con- 
vinced their man that he should pur- 
chase a policy. They hesitate and keep 
on talking. After a while he gets out of 
tle spirit of it. It is a big thing to 
know just when to pull the application. 


Value of Time Should Be 

Thoroughly Appreciated 

“IT have found out in my own case 
that it pays to work steadily, system- 
atically and everlastingly. A new man 
especially should learn the value of 
time. There is not half enough time 
for me to do my work. I could work 24 
hours a day and keep busy every min- 


ute. In my opinion a new agent can 
get ahead faster and do more if he 
starts to work in a smaller city. In this 


way he gets acquainted with the people. 
He is not lost in the crowd. When I 
went to Peoria I did not know but few 
people. I was given the names of some 
policyholders of the Northwestern Mu- 
tual and worked out from them. I want 
to learn everything I can about my pol- 
icyholders. Their families and their af- 
fairs interest me. I want to be in inti- 
mate touch with them so that I can 
give them the right kind of advice. As 
soon as possible I learn to call a man 
by his first name or his nick-name. 

“A life insurance man should have 
full confidence in his ability. That is 
half the battle. When a man knows his 
subject and can present it intelligently 
and convincingly he is certain to win. 
If a man begins to doubt or lack cour- 
age the chances are against him. 


Gets Majority of Leads 

from Old Policyholders 

“Practically all my leads for new busi- 
ness come from my present policyhold- 


\— 





ers. You see I have now over 900. Most 
of these are in the corporate limits of 
Peoria. I have a few policyholders in 
the outskirts, but practically all my 
work is done in the city. I send out 
birthday cards and I either call up or 
see a policyholder personally on his 
birthday anniversary or when his age 
changes. Over 50 percent of my busi- 
ness last year was written on old policy- 
holders. I cultivate them assiduously 
and know when they want to increase 


their insurance. Another thing that I 
never overlook and that is the’ small 
policy. Of course I like the big fel- 


lows, but I feel that a $1,000 policy is 
worth fighting for. Many overlook the 
value of small policies. The largest 
policy that I ever wrote was for $150,- 
000. I have another policyholder that 
I wrote for $100,000. I am always in- 
terested in getting a voung fellow 
started even if he can only take $1,000. 
As long as I am in the business I want 
to be interested in the chap who is 
starting his insurance in a modest way.” 


Time Is Wasted in Working 
Out Elaborate Schedules 


Mr. Nelson was asked whether he 
found it necessary to lay out elaborate 
plans and programs for his prospects. 
He said that this was essential in the 
large cities for large cases. In the aver- 
age case he said that a schedule need 
not be worked out. He thinks that too 
many men are wasting time in their of- 
fices working out schedules, dreaming 
of big cases and overlooking the small 
ones. He finds a number of agents are 
squandering their time in figuring out 
plans and programs to put before larger 


people and they are letting excellent 
prospects pass by. The first six months 
Mr. Nelson was in life insurance he 
wrote 92 lives. Last year in addition 


te the $730,500 that he placed in the 
Northwestern he wrote $100,000 on sub- 
standard risks and women. He does 
not find that he is handicapped by the 
Northwestern Mutual not writing total 
disability or double indemnity policies 
He said that he did not recall a single 
case that he had lost because his com- 
pany did not grant these clauses. 

Mr. Nelson lays great stress on en- 
thusiasm and hard work in life insur- 
ance soliciting. He was formerly in the 
grocery business at Champaign, IIL, 
and then began selling electric automo- 
biles. He went to Peoria and solicited 
R. O. Becker, general agent of the 
Northwestern Mutual, there and sold 
him an electric. Mr. Becker was inter- 
ested in Mr. Nelson's ability as a sales- 
man and induced him to enter life in- 
surance. 


LARGE POLICIES ARE VERY RARE 


ILLIAM FRANKLIN CRAW- 

FORD, Chicago, general agent 

of the Equitable Life of. lowa, 
whose agency stands right at the top 
of the list, says that the big majority of 
life insurance men make their living out 
of selling comparatively small policies. 
The man who brings in the twos, threes, 
and fives, with an occasional ten, is 
looked upon with great favor. Mr. 
Crawford said that very few life insur- 


ance men are big case writers. They 
do not trot in the class with men of 
large estates. There is need, he said, 


for the men who write the big cases 
but there is greater need for the men 
who write the moderate cases. 


He called attention to the personal 
.income statistics, which show that the 
big majority of people have incomes 


less than $5,000. They constitute about 
65 percent of the aggregate number of 
people reporting to the income tax de- 
partment. Incomes ranging from $10,- 
000 down are 77 percent. The man of 
modest income therefore is the big life 





insurance prospect. Mr, Crawford said 
that some men are deluded in their can- 
vassing and make a mistake in en- 
deavoring to interview big men when 
they have not a chance in the world of 
landing them. 


Monthly Income Provision 
He was asked where he drew the line 
on advising the man to adopt the 


monthly income provision in the policy. 
Mr. Crawford said: “That all depends 
on the circumstances of the family. Fre- 
quently I advise a man having a com- 
paratively small policy to take advan- 
tage of the monthly income provision 
just to provide the rent for quarters for 
his family. That is a big help. Much 
depends on the age of the youngest 
child. I find it advisable often to sug- 
gest that the monthly income provision’ 
be taken advantage of for a few years 
to enable the widow or children to ad- 
iust themselves to a new mode of living. 
I think that this is better frequently 


_A Novel Approach 
NE of the most successful life in- 


O surance salesmen in the west re- 
lates the following incident, descriptive 
of a manner of approach which is some- 
what different from methods ordinarily 
used in solicitation but which proved 
effective in this case: 

“I was calling on a prospect who 
owns one of the largest men’s fur- 
nishing establishments in the city, and 
while waiting to see him I went to the 
jewelry section and purchased two col- 
lar buttons, one each for the front and 
back. I had them wrapped in the en 
velope of the store and upon gaining 
admittance to the prospect I used a 
presentation something like this: 

“Mr. Blank, while waiting to see you 
the thought occurred to me that I have 
only one set of collar buttons and in 
the event that my wife should ask me 
to take her to the theater or some other 
entertainment in the evening, it is quite 
possible that in changing my shirt | 
might lose one of my buttons. Such a 
loss would be quite embarrassing to me, 
as it would doubtless entail a search 
under the bed or the dresser, or various 
other parts of the room, to say nothing 
of the consequent wrath of my wife, 
who is usually in very much of a hurry. 
The result of these thoughts was the 
immediate decision to insure myself 
against the possibility of such an ex- 
perience, and I accordingly purchased 
from your store*an extra set of collar 
buttons. My mind is now at ease upon 
the subject because I have protected 
myself against the possibility of an eve- 
ning’s enjoyment being spoiled by the 
loss of a collar button and know that 
I shall not suffer the embarrassment 
that would result from the lack of that 
necessary article. 

* * > 


“Mr. Blank, in view of the fact that 
you are considering the purchase of a 
line of insurance for the benefit of your 
organization and that you have ex 
pressed the thought that you may pos 
sibly wish to defer the medical examina- 
tion to some future date, I feel sure 
that my collar button experience will 
clearly indicate to you the wisdom of 
undergoing that examination today. 
Such action will assure you that when 
the time comes to do so you will be in 
a position to report to your associates 
that your contract has been approved 
and is ready for delivery. It will also 
obviate the possibility, which might 
arise from delay, of your passing the 
border line of insurability and being 
compelled to accept a _ substandard 
policy at an increased premium rate. 
Further, it will relieve you from the 
possibility of being placed in a position 
where your associates might ask why 
you neglected to take advantage of your 
present good health and thus obtain the 
policy you have been considering. 

. * * 


“The thought of protection involved 
in my collar button story is just as ap- 
plicable to you in connection with this 
matter, in which you are so vitally in 
terested, as it was to me in inspiring 
the desire for possession of an article 
which I might need in a hurry without 
being able to obtain it at the time.” 

The prospect saw the point and mad 
an immediate appointment for examina 
tion. 


for a long period or for life. A life in 
surance man must study the individual 
situation of his policyholders. When 


he can make a definite recommendation 
that will fit the case he is qualified to 





than to have the monthly income run | 


act as an expert advisor.” 

Be persistent, but remember that the 
bore, like the drone, is being rapidly 
driven out of this business. 
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Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 


(only four other life insurance companies in America have 

more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan.1,1913 Jan.1,1918 Jan. 1, 1923 

we eeeee$ 6,695,921 $ 14,008,422 $ 34,017,031 

l’olicies in Force..... 432,711 759,448 1,403,546 

Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 

















Reliable, Dependable, Trustworthy 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 
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[DUTIES ARE DIVIDED 
| 


'GIVES OPINION ON CHANGES 


| Attorney General Rules on New Texas 
| Departmental Scheme, Enlarging 
Insurance Department Work 


| AUSTIN, TEXAS, July 31.—Provi- 
| sions of the bills passed by the recent 
session of the Texas legislature for the 
|separation of the department of insur- 
|ance and banking into two separate and 
| distinct departments, one to be known 
las the department of insurance and the 
lother as the department of banking, 
[have been construed by the attorney 
| general’s department in an opinion given 
| Commissioner of Insurance and Bank- 
ling J. L. Chapman. The separation 
lis to be made on Sept. 1, the begin- 
|ning of the new fiscal year. 

| The opinion holds that the new com- 
| nissioner of banking would be confined 
| exclusively to the matters pertaining to 
|the state banks and state banking sys- 
tem, and that the commissioner of in- 
surance would have all other duties now 
administered by that department, in- 
cluding insurance matters, and also su- 
pervision of building and loan associ- 
ations and contract loan companies and 
corporations to accumulate money for 
|loans without banking privileges. 

The insurance department will have 
| 680 corporations under its general su- 
| pervision when the change is made on 
| Sept. 1, according to Deputy Commis- 
| sioner of Insurance John M. Scott, who, 
from all indications is to be appointed 
| commissioner of insurance by the gov- 
|ernor. Of these corporations, 563 are 
|insurance companies and co-operative 
investment companies and 117 are build- 
|ing and loan associations, so-called 3 
| percent loan companies and investment 
;companies without discounting privi- 
leges. These 117 companies’ were 
|}added to the insurance department un- 
|der the ruling of the attorney general’s 
| department. 

With these additional duties on the 
insurance department, Deputy Commis- 
sioner Scott said that the legislature 
}only provided for two additional em- 
ployes, while he estimates it will require 
not less than eight to take care of the 
business. The next legislature will 
likely be asked to make an appropria- 
tion for additional help. 


Re-elect Northwestern Mutual Officials 


W. D. Van Dyke, president of the 
| Northwestern Mutual Life, and the en- 
tire official family of the company were 
| re-elected at the annual meeting of trus- 
tees of the company, held in connec- 
tion with the 47th annual meeting of 
|the Association of Agents. Those re- 
named to executive positions besides 
| Mr. Van Dyke are: P. R. Sanborn and 
|M. J. Cleary, vice-presidents; A. S. 
| Hathaway, secretary; George Lines, 
general counsel; Percy H. Evans, ac- 
tuary; J. W. Fisher, medical director; 
and George E. Copeland, superintendent 
| of agencies. Maj. Howard Greene was 
| elected a member of the executive com- 
| mittee to take the place of E. J. Lind- 
| Say. 


Penn Mutual’s Regional Meetings 


Dates and locations for the four re- 
| gional conventions to be conducted by 
|the Penn Mutual Life have been de- 
|cided upon as follows: Eastern states, 
| Hollywood Hotel, Long Branch, N. J., 
Sept. 10-12; southern states, Signal 
Mountain Inn, Chattanooga, Tenn., 
Sept. 24-26; middle states, West Baden 
Springs Hotel, West Baden Springs, 
Ind., Oct. 1-3. and western states, Del 
Monte Hotel, Del Monte, Cal., Oct. 9-11. 

The conventions will combine busi- 
ness information with pleasure. Home 
office officials and local speakers will 
l|appear on the program, in addition to 
|sports, sight-seeing tours, etc. Attend- 
jance will be based on amount of paid- 
\for business. 


| 








HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 1,369,835 
Payments to Policyholders and their 
beneficiaries in Death 
ments, Dividends, 
Amount added to the Insurance Reserve 


nds 

Net Interest Income from Investment. . 
$722,352 in excess of the amount 
required to maintain the reserve.) 

Actual mortality experience 52.87% of 
the amount expected. 

Insurance in Force............ssseeess 232,163,052 

46,253,715 


5,400, 769 


2,206,762 
2,110,922 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohie 
229-233 Leader-News Building 
CLEVELAND, OHIO 











THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 














Provident Life 
Insurance Company 
Bismarck, North Dakota 
Trsurance in Force, $13,500,000 
H. H. STEELE, F.L. ae 

Cc. L. YOUNG, 


Vice-President 
3. be eal, 





























Only high-type men and women can obtai® 
contract to represent this company. 
Open territory in Ohio and Minnesota 
Interesting General Agent’s contract d- 
rect with Company backed by real 
operation. 





Curron Matongy J aquees Mavonst 
A. Mosaiay Horxins, Manager of Agenci## 


Home Office Building 
1 N. BROAD ST. PHILADELPHIA, PA. 
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